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The secret of Jefferson Super-Lag 
performance lies in the lag plate 
which is a part of the Super-Lag 
link. This plate delays the nor- 
mal fuse action, provides a time 
interval or lag. This time-lag pre- 
vents the fuse from blowing on 
harmless temporary overloads— 
saves needless shutdowns and 
link replacements. 
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Your customers must pay for "STOPPED" time 
—and the price is high whether the stop is neces- 
sary or needless. Increase your fuse sales by 
pointing out that needless stops can be greatly 
reduced with fuses that protect TIME as well as 
motors. 

Jefferson Super-Lag Renewable Fuses protect 
time. They provide reliable, accurate protection 
—riding over harmless, momentary surges—oper- 
ating positively on extended, dangerous overloads. 
There is no better protection for electrical equip- 
ment and property—and against payroll loss for 
STOPPED TIME. There is no better way to in- 
crease your fuse sales than pushing Jefferson 
Super-Lag Renewable Fuses. 


Made in all capacities—knife-blade and ferrule types. 


JEFFERSON ELECTRIC COMPANY Vv 
Bellwood (Suburb of Chicago) Illinois ed 
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THE SELECTION OF BRYANT CAPS FOR 
HIGH GRADE APPLICATIONS IS_ IN 
ITSELF THE BESTOWAL OF THE MARK 
OF MERIT. SIMILARLY, BRYANT CAPS 
ADD PRESTIGE AND SALABILITY TO 
APPLICATIONS WHERE THEY ARE 
USED. A TYPE FOR EVERY REQUIRE- 
MENT IS AVAILABLE. 


TO THE BRYANT DISTRIBUTOR THIS 
MEANS A BUILT-UP DEMAND, WHICH, 
WITH DISTRIBUTOR FOLLOW- 
THROUGH, WILL LEAD TO PROFITS. 


THIS IS THE TIME TO CONSOLIDATE 
ACCOUNTS. THE LAST HALF OF THE 
YEAR IS THE PEAK PERIOD FOR 
BRYANT CAPS. MAKE SURE THAT 
YOU GET YOUR SHARE OF THE PEAK 
SEASON BUSINESS. 


BRYANT RUBBER CAPS 


The Bryant two-piece Rubber Cap has many unique 
features to meet the requirements of high grade appli- 
cations. These features will help the Bryant Distribu- 
tor in gaining acceptance for Bryant Rubber Caps. 
Chief among the exclusive Bryant features are: 


Completely enclosed terminals. 
‘“‘Shock-Proof”, both electrically 
and mechanically. 


Strain relief slots in dise. 
(Patent applied for) Unnecessary 
to thread wire. 


Easy to assemble and take apart. 
Will not separate accidentally. 


Three cord hole sizes, each one 
having unique inside lip to take 
a wide range of wire sizes. 


“4 Pa y A N a Superior eatvant uethc Devicer 
ae by THE BRYANT ELECTRIC CO., Bridgeport, Conn. 

MANUFACTURERS OF “SUPERIOR WIRING DEVICES” SINCE 1888 ... MANUFACTURERS OF HEMCO PRODUCTS 

NEW YORK 60 East 42nd Street . . CHICAGO 844 West Adams Street . . SAN FRANCISCO 149 New Montgomery Street 
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Maintaining Resales 


OR many months both NEWA and vari- 

ous local associations of electrical whole- 

salers have sought to obtain from manu- 
facturers resale schedules providing them 
with a more adequate margin of profit. Their 
efforts have already resulted in a number of 
manufacturers filing schedules with their 
Code Authority that not only provide better 
margins for the wholesaler, but, in some 
cases, also protect him on sales made directly 
to his customers by the manufacturer. 


The Code Committee of the NEWA is 
making every effort to secure a provision in 
the Electrical Wholesaling Supplemental 
Code compelling wholesalers to live up to 
these schedules. This is now the only point 
that is holding up approval of this code by 
NRA and a delay of a few more weeks is 
certainly justified by the vital importance of 
such a provision to the electrical wholesaler. 

As this is written the decision rests with 
the NRA advisory boards and the Divisional 
Administrator. The Code Committee has 
made every effort to impress upon these offi- 
cials the fact that no other wholesaling trade 
faces a similar situation, because the codes 
of their supplying manufacturers do not pro- 
vide for the filing of resale price schedules 
as does the Code for the Electrical Manufac- 
turing Industry. 

If approval of this provision is denied by 
NRA, the Code Committee can readily se- 
cure a clause prohibiting sales below cost, 
similar to that in the Radio Wholesaling 
Code. This defines cost as purchase price 
plus transportation costs plus a “reasonable 
amount” for direct labor costs. This latter 
amount has not yet been determined for the 
radio wholesalers. However, it has been set 
at three per cent for wholesale grocers, while 
10 per cent has been allowed under the Gen- 


eral Retail Code. If these figures afford any 
precedent, the amount allowed electrical 
wholesalers would undoubtedly be much less 
than the margins provided by the manufac- 
turers’ filed schedules, and far below the 
wholesalers’ operating expenses. 

Another alternative provision, which has 
been approved by NRA in the Wholesale Dry 
Goods Supplemental Code, strengthens the 
“differential” clause of the General Whole- 
saling Code. The General Code provides that 
differentials may be established through con- 
ferences between Code Authorities of whole- 
salers and manufacturers. The wholesaler 
is not obliged, however, to adhere to these 
differentials. The “teeth” which are thus 
lacking in this clause of the General Code are 
provided in the Dry Goods Supplemental 
Code by a provision forbidding a wholesaler 
from selling below established and approved 
differentials. Such a clause would prove 
far less satisfactory than the provision 
sought by the Code Committee of NEWA 
because of the uncertainty and delay involved 
in establishing differentials and securing their 
approval by NRA. 


REGARDLESS of code provisions, how- 

ever, every electrical wholesaler is under 
a moral obligation to maintain manufactur- 
er’s resales. Isolated cases have already been 
reported of wholesalers who have underbid 
direct selling manufacturers, where the sched- 
ules provide for equal bids. If such cases be- 
come at all frequent, downward revisions of 
manufacturers schedules are inevitable with 
a consequent loss to the wholesaler of the 
wider margins which, through united effort, 
he has recently secured. 
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is helping you 
and your dealers 
to sell more 
Wauat does this magazine advertising mean to é la mps 


you? Will it help your lamp sales? Will it bring more 


customers to your dealers’ stores? 












































Yes, it will! For the advertising of MAzpa lamps of A. a>» Tel ' 
General Electric manufacture reaches practically 4 out of = / \ De tesco an _ 
“ps ; ; rae n 
every 5 of your dealers’ customers—and it convincingly \ lic —— 
lls why Edis a . _ .\ | You and They Will 
tells why Edison Mazpa lamps give “Good Light at | | 
9 | | Both Sell More Lamps 
Low Cost. | : } 
. ' - ' | | 1. Put in the Edison MAZDA 
Very few items your dealers carry stood the depression \.- _ ; / lamp display every time 
5 — Y ‘ they receive it. 
test like Edison Mazpa lamps. Three out of five lamps  \ pZO / 
. - ' \ s&s J 2. Take one of our current 
sold are of G-E manufacture. And still there are : 20. magazine advertisements 
¥ . Owe and build a massed display 
thousands of empty sockets and burned-out lamps in the of “1% MAZDA lamps 
arounc 1t. 
homes of their customers. Tell them to go after them by 4 3. Ask people to buy. Every 
doing the 3 things listed at the right. General Electric ae Lange <a lnogual san igor 
n a : Your customers look for a es 
Company, Nela Park, Cleveland, Ohio. this MARK 





General Electric invites you to visit its exhibit in the Electrical Building at the Century of Progress 
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Program of RWA Code Convention 


Stevens Hotel, Chicago, June 11-14 


Monday, June || 


10:00 A.M.—Open meeting of radio tube distributors. 
10:30 A.M.—Meeting of Board of Directors of RWA. 
2:00 P M.—Open meeting of radio parts and accessory 
distributors. 
Meeting of Radio Wholesaling Divisional 
Code Authority. 


Tuesday, June 12 
8:30 A.M.—Breakfast meeting, 
Boards of Directors. 
10:00 A.M.—Joint open industry meeting of RMA and 
RWA. 
2:00 P.M.—Meeting of RWA, open to all members of 
the radio wholesaling trade ; 


RMA and RWA 


1. Discussion and explanation of the 
Radio Wholesaling Code, Benjamin 
Gross, chairman, Divisional Code 
Authority. 

2. Explanation of routine handling of 
Code Authority work; H. G. Erstrom, 
executive secretary. 

3. Open discussion of the Radio Whole- 
saling Supplemental Code. 

4. Election of four non-members of RWA 
to the Radio Wholesaling Divisional 
Code Authority. 

5. Open Forum. 
2:30 P.M.—Joint Meeting, RMA and RWA Set Divi- 


sions. 

3:00 P. M.—Joint Meeting, RMA and RWA Tube 
Divisions. 

3:30 P.M.—Joint Meeting, RMA and RWA Parts 
Divisions. 


Wednesday, June 13 

10:00 A.M.—Closed membership meeting of RWA; 

1. Report of the President, James E. 

Aitken. 

2. Report of the Executive Vice-President, 
H. G. Erstom. 
Report of Five-Point Plan Committee, 
Benjamin Gross, chairman. 


ie) 


4. Report of Parts and Accessories Com- 
mittee, W. C. Braun, chairman. 

5. Report of Tube Committee, Sanford 
Samuel, chairman. 

Committee, 


Oo’ 


Report of Membership 
Harry Alter, chairman. 
. Reports of other committees. 


NI 


“Down to Facts” open forum. 
( 


~ 


9. Election of Directors. 

12:00 Noon—Luncheon Meeting, RWA_ Board of 
Directors. 
1. Election of officers for 1934. 
2. Election of permanent RWA Members 

of the Divisional Code Authority. 

2:00 P.M.—Convention of all members of Local Dis- 
trict Agencies ; 
1. Discussion of mutual problems. 
2. Submission of methods of procedure. 
3. Plans and activities for coming year. 
Meeting of Radio Wholesaling Divisional 
Code Authority. 

7:00 P.M.—Joint “Radio 
RMA. 


Industry” Banquet with 


Thursday, June 14 


Radio Industry Golf Tournament, 
Calumet Country Club. 











ocal Activities Promote 
Small Appliance Sales 


Wichita, Kans., is one of first cities to get behind the National Table 
Cookery Program. Portland, Ore., St. Louis and Birmingham inaugurate 
local cooperative activities. NEMA chairman urges wholesaler support 


ESPITE the fact that only two months have 
Dd elapsed since the National Table Cookery Pro- 

gram was announced on April 1, local activities 
are already under way in a number of cities with a re- 
sultant stimulation in wholesalers’ sales of small appli- 
ances. 

Among the very first local cooperative campaigns to 
get under way was that of the Kansas Gas & Electric 
Co., Wichita, Kans. Appliances included in this activity 
are: percolators, urns, vacuum coffee makers, toast- 
ers, waffle irons, food mixers, irons, hot plates, grills, 
table stoves, cookers, casseroles and sandwich toasters. 

Believing that public demand can be more easily cre- 
ated by concentrating on a few items at a time, the cam- 
paign has been divided into three periods of two months 
each, with specific appliances featured during each 
period. 

In announcing this plan to local dealers, the utility 
stated: “In promoting the sale of small appliances we 
feel it is in the interest of all concerned to maintain a 
high standard of quality and suppress the distribution of 
unsafe, inefficient, sub-standard equipment on which un- 
satisfactory performance will react in service complaints, 
merchandise losses and public ill will. We have no desire 
to regulate the merchandise so sold, in the territory we 
serve, beyond the point of rendering good, efficient 
service commensurate with its cost. We feel that a 
dealer will benefit 


the unit of sale is three dollars or more. Collection is 
made monthly with the customers’ electric service bill 
and a moderate financing charge is added to the amount 
of the sale. This plan is entirely optional with the deal- 
ers and is available on all items during the entire term 
of the activity. 

To encourage newspaper advertising by dealers the 
utility will rebate each cooperating dealer 50 per cent 
of the cost of his newspaper advertising on approved 
appliances, provided only that his advertisements are 
published in accordance with the campaign schedule. Many 
dealers have already taken advantage of this offer. 

F. H. McCullough, sales manager of the Kansas Gas 
& Electric Co., reports that, “The wholesalers who 
serve this territory have been of great assistance to us 
in promoting cooperative campaigns with the dealers. 
They are doing an especially good job in getting the 
dealers to order adequate stocks and display the items 
being featured during any specific period, in spite of 
the fact that some dealers and, occasionally, a whole- 
saler, too, have enjoyed such tremendous sales of electric 
refrigerators that their interest in small appliance sales 
has been noticeably effected.” 

R. R. Farry, manager of the Wichita branch of the 
Westinghouse Electric Supply Co., states that “This is 
one of the best moves ever undertaken by the local 
power company. Not only has it created a lot of good 

will for the utility, 





but dealers and dis- 








most by selling prod- 
ucts that return a 
fair margin and also 
an adequate amount 


of net profit to re- Period: March to September, 1934. 
munerate him for his Pur ‘ 
sale and service. We — re i fF 
also feel that it will alia tetas 
be to the dealer’s in- Slogan: "Electric Table Service Saves." 
terest to sell prod- ; 
ucts distributed by Bulletin: 
recognized wholesal- ee 
ers serving the Kan- Sponsors: 
sas trade areas, most 
of whom will be co- 

Committee: D.M. DeBard, chairman 


operating in this ac- 
tivity.” 

The utility will 
finance all sales of 
approved appliances 


R. W. Turnbull 


The National Table Cookery Program 


To reverse the recent prevailing downward 


"Table Cookery Topics'"—a monthly rotogra- 


Edison Electric Institute in cooperation with the 
National Electrical Manufacturers Association. 


C. E. Greenwood 
F.R. Kohnstamm Westinghouse El. & Mfg. Co. 


C. E. Swartzbaugh 


tributors have been 
successful in moving 
a large amount of 
merchandise.” 
Portland, Ore., has 
already attained an 
unusual degree of 
harmony and coop- 
eration in a local ac- 
tivity that includes 
the two utilities 
operating there, the 
wholesalers and the 
dealers, with the 
Electric Refrigera- 
tion and Cookery 
Council of Oregon, 
of which Berkeley 
Snow is secretary- 


Stone & Webster 
Edison Electric Institute 


General Electric Co. 
Swartzbaugh Mfg. Co. 
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a clearing house for the carrying out of campaign details. 

J. B. Buman, merchandising sales manager of the 
Northwestern Electric Co., commenting on the program, 
said: “Our efforts in connection with the Table Cookery 
Program are based on indirect dealer cooperation, put- 
ting our whole support into it. We are keeping the 
wholesaler informed and, at the same time, urging him 
to get back of it with us. 

“The table cookery plans have been received with 
more enthusiasm by the dealer than any we have sug- 
gested in the past, and the dealers are giving us more 
cooperation. If this is continued through the period of 
the campaign, there is no reason why each dealer and 
wholesaler should not get his share and that share, in 
my opinion, is going to be greater than anything since 
pre-depression days.” 

Portland wholesalers consider that the program is 
going ahead remarkably well, they have already experi- 
enced increased sales of small cooking appliances, food 
mixers, etc., and have been active in promotional work 
with their dealers. 


Make This Your Program 


A Message to Wholesalers from 


C. E. SWARTZBAUGH 


Chairman, Domestic Appliance Section, 


National Electrical Manufacturers Association 


N the opposite page appear salient facts regard- 
ing the Table Cookery Program which should 
be of interest to all electrical wholesalers. 

This program is well under way, the first issue of 
Table Cookery Topics appearing under date of April 1. 
It is one which affords an opportunity for manufac- 
turer, wholesaler, utility and retailer to join forces in a 
concerted planned sales effort to their mutual advantage, 
at the same time rendering a distinct service to the con- 
suming public. 

In no sense is this national program a “campaign” in 
the generally accepted sense of that word. It contem- 
plates no prizes, quotas or bonuses—it has a definite 
objective, but leaves to the individual manufacturer, 
wholesaler and retailer the determination of the type of 
sales effort best suited to local conditions. 

It may safely be assumed that any program resulting 
in increased sales of small appliances will re-act favor- 
ably on the wholesale trade and, to be effective, the 
wholesaler’s cooperation is both desirable and necessary. 

The committee in charge has already been assured of 
the full cooperation of the national houses, as well as of 
many independent wholesalers. It urges ALL wholesal- 
ers to make this program their own for the mutual bene- 
fit of all branches of the electrical industry. 

Here is something definite to “tie to”—a story for 
your salesmen to tell—a Christmas tree on which to 
hang your small appliance sales program. 


JUNE, 1934 


C. R. (“Pete”) Bach, vice-president and manager, 
Westinghouse Electric Supply Co., reports: ‘Table 
appliances have shown a marked improvement in volume 
in the last six months. The Table Cookery Program 
is being favorably received and is resulting in additional 
sales. We are back of it, and our salesmen are pushing 
the idea to their dealers. The activity has enabled us 
to successfully introduce table cookery appliances in 
certain types of furniture stores that heretofore have 
not attempted to be active in the display of them or 
promotion of their sale in any way.” 

V. M. Miller, manager, North Coast Electric Co., 
says: “There is no question but that we have benefited. 
Our salesmen have all gone over the program carefully 
and have taken copies of the newspaper advertisements 
around to the dealers and are arranging for demonstra- 
tions and displays. We here in Portland are really cam- 
paigning these items.” 

Other cities which are reported to have joined the 
Table Cookery procession include Boston, Buffalo, Mad- 
ison, Wis., Birmingham, Denver, Miami and St. Louis. 





C. E. Swartzbaugh 


Many wholesalers have already reported gratifying 
results. Increased small appliance sales are already in 
evidence and the “gospel” is being spread effectively 
over a rapidly increasing territory by all branches of the 
industry. 

Interested wholesalers may help the program and 
themselves by doing the following things: 

1. SuBSCRIBE TO TABLE Cookery Topics. It will be 
issued monthly from Edison Electric Institute and will 
report progress of the program, at the same time con- 
taining suggestions and news of what is being done else- 
where. 

2. Thoroughly post your salesmen on 
of this program. Have them “tell the 
customers. 

3. See that your dealers receive copies 
ery Topics, the cost is small. 

As the program progresses, it will gather momentum. 
All branches of the industry concentrating on the one 
objective will multiply results and will produce a grati- 
fying change in the sales curve. 

Wholesalers who cooperate will be among the major 
beneficiaries. The members of the Domestic Appliance 
Section of NEMA—your suppliers—will welcome the 
opportunity to assist you in your efforts. They are con- 
tributing financially to the success of the Table Cookery 
Program and may be expected to wholeheartedly sup- 
port your efforts. 


the background 
story” to their 


of Table Cook- 











A prominent electrical contractor, located in the Northwest, sees 
signs of closer harmony between contractors and wholesalers. He 
tells how, in his opinion, electrical wholesalers and their salesmen 
can develop even closer relationships with their contractor customers 


lf | Were A Wholesaler 


By R. C. KENNEY 


Oregon Manager, Ne Page, McKenny & Co., 
Electrical Contractors and Engineers, 
Seattle-Portland-San Francisco 


ERE you to ask me what the wholesaler could 

do that would be most helpful to the electrical 

contractor, from the broad policy basis, I 
should unhesitatingly say: classify all customers care- 
fully, from the price standpoint—whether entitled to 
wholesale or retail prices and then hold fast to a rigid 
credit policy. Do these two things 100 per cent, and the 
contractor will find his chief difficulties ironed out. 

Due to the general awakening on the part of the con- 
tracting industry to the fact that the wholesaler, during 
the past few years, had been selling pretty much any- 
body and everybody on a wholesale basis, the legitimate 
wholesaler is now very seriously questioning himself as 
to the wisdom of such a policy. In the struggle for ex- 
istence just past, he found his excuse for the practice. 
But he is changing now, and paying more strict atten- 
tion not only to customer classification but to credits. 
In my opinion, the present tendency in this direction, 
which is decidedly marked, is one of the most encour- 
aging signs of a closer harmony between the two 
branches of the electrical industry. 

Without getting into the old argument as to whether 
or not the wholesaler should sell the industrial, there is 
one point I should like to make in connection with this 
subject of wholesaler-contractor relations. 

The wholesaler’s price book, I believe, should be given 
to contractors, only, and with certain reservations as to 
particular cases. It should be only placed in the hands 
of those who legitimately figure on construction work. 
If I were a wholesaler, I believe that I would cherish 
that price book and keep it holy. I would do so for the 
benefit of my customers, the contractors; for the good 
of the contracting and the wholesaling business in my 
district ; and so, in the end, for that of my own individual 
business. 

To illustrate: around the corner on the next street 
there is an automotive service establishment. They make 
special repairs to cars and trucks. They actually manu- 
facture certain of the parts and, by a little stretch of 
the imagination, could be classified as a manufacturer 
or industrial plant. Their requirements in the line of 
electrical supplies are, however, very limited. They can 
never be any wholesaler’s customer in a large sense. 

Along comes a wholesaler, however, and says: “You 
are an industrial plant and you are entitled to our price 
book. Here it is, with our compliments. Give us a call 
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any time you need something. We want your business.” 

Now we, as contractors, may be called in to do a job 
for this company. Immediately we are in hot water. 
They know all about wholesale prices. They at once 
begin to argue at every point. We are charging too much 
for this and that. If it does not end up that they try 
to get the materials themselves at wholesale, at least 
there is friction and it is hard for us to make real friends 
and customers out of them. 

If they had not been given this book, the chances are 
99 out of 100 that we could have gone in there, done 
the work, made a fair charge for materials and there 
would not have been a question raised at any point. And 
the customer would have been perfectly satisfied in 
the end. 

I would have no serious kick if the wholesaler’s sales- 
man were to drop in there and sell them a bill of goods, 
and I am not saying that in such a case they should not 
be given the industrial plant price. That is up to the 
wholesaler. But if that book were kept out of their hands 
it would be for the good of us all, I believe. Let con- 
stant use for it be the criterion for giving it out. 


NOTHER point that comes to my mind is this: 

wholesalers in each trading area should have a uni- 
form delivery zone. It is quite as unfair to the other mem- 
bers of his industry for a wholesaler to make promises in 
regard to delivery and service that he knows are im- 
possible, as it is to cut prices. Some continue to do 
this. The other wholesalers are then “on the prod,” as 
the saying goes, to meet this kind of competitive argu- 
ment. One or two offenders among the wholesalers can 
get everybody concerned in such a turmoil that the cus- 
tomer cannot plan his business routine with any degree 
of accuracy, for he does not know what to expect from 
any of them in this respect. 

“What of the wholesaler’s salesman?” you ask. Have 
I, any warnings, any brickbats or bouquets for him? 

If there are any dont’s that I might wish to emphasize 
the chief one would be not to peddle job information. 
Any information about a job given to a salesman be- 
cause the contractor or industrial customer is his friend, 
should be kept confidential, and not carried about in 
order to try and get new customers. 

As an example to illustrate this point, but with reverse 
English, showing how a square-shooting salesman acted 
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under the influence of temptation, I well remember one 
particular instance. I was after a good-sized piece of 
business from a party who had never been my customer 
before and who did not know me personally. I had! 
given our figure and had left to await results. After I 
had gone, the salesman of a wholesaler with whom we 
did not do business, but who was well known to the 
prospect, was called in and asked to give his opinion as 
to our reliability, capability, etc. 

All this came out later. I found that he gave us a 
very strong recommendation, going so far as to tell the 
prospect that he would make no mistake in employing 
our concern to do the work. And we did get the job 
partly, no doubt, on the strength 
of his recommendation. What I 
admired about him, however, was 
that he did not go to one or sev- 
eral of his regular contractor 
customers and tell them to get 
after this piece of work that he 
had heard about in confidence. 
He kept his mouth shut, as he 
ethically should, and did not gos- 
sip about it, even though the 
probabilities were that if we got 
the job the supplies would not 
be bought through him. 

That is what I call playing the 
game, as concerns not violating 
confidences. There is no contrac- 
tor who would not appreciate 
such conduct and, wherever he 
could, reward that salesman with 
some business. 

Of all the various elements en- 
tering into salesmanship, which have been discussed over 
and over, that one which I consider most useful in a 
wholesaler’s salesman, to me, as an electrical contractor, 
is knowing his lines and their applications thoroughly. 
I could forgive him almost any kind of a personal ap- 
pearance or “approach”, if he just has that one attribute 
to a marked degree—of knowing his stuff. When he 
does know it, and know it well, he can be of great value 
to the contractor. 

If he knows his lines, then I admire him still more, 
and I place further confidence in him if he does not 
make promises in regard to services that cannot be held 
at least reasonably possible. A contractor gets to know 
pretty nearly as well as the wholesaler himself what the 
latter can and cannot do. If a salesman promises two- 
hour delivery from stock to a job at a point where I 
cannot get by the most careful juggling in less than two 
hours and a quarter, in an empty car, I am not inclined 
to attribute superhuman powers to his truck drivers. So 
I have to begin to discount, and when you begin to dis- 
count a salesman’s statements in one direction, you 
never know where to stop in others. 

When quoting on anything not in the price book, the 
salesman should immediately check and then confirm in 
writing to me. Perhaps that is the policy of most whole- 
salers, but some salesmen are slack in following it out. 
This brings another point to my mind. Wholesalers 
place great value on their policies towards customers. 
“Tt is the policy of our house,” they proudly say, when 
outlining some principle in their operating methods. 
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The policy of the house, quite largely, is only as good 
as its ambassadors to the trade make it. Therefore, 
the wholesaler should not only have sound policies, but 
see that the salesmen are drilled in them, over and over 
again. If I were a wholesaler, it seems to me that I 
would have skull practice, as the football coach does, 
every week or so for an hour at a time, on just policies. 


ETTING back to the wholesaler as an institution, we 

think enough of his position to realize that it is econ- 
omy for us to have him in the picture. A thing that is 
detrimental to his interests is direct factory sales to his 
customer, the contractor. Not only should the whole- 
saler do everything in his power 
to protect his business by di- 
rectly opposing this practice, but 
he should go out of his way to 
educate those contractors who 
have not yet awakened to the 
ultimately high cost to them- 
selves of buying direct. 

Very likely some of my whole- 
saler readers will remark that 
there are certain inherent diff- 
culties encountered in trying to 
educate a contractor. But I am 
quite serious about this. 

I, as a contractor, believe in 
the economic value of the whole- 
saler function. I do not believe it 
is to my advantage to buy direct, 
but believe it is to my disadvan- 
tage. There are other contrac- 
tors, and reputable ones, on the 
other hand, who take pride in the 
fact that they can buy direct from the manufacturer, 
just as easily as any wholesaler can. 

What I, as a competitor, can do to change their opin- 
ion is perhaps very little. But the wholesaler, even if 
he does have an axe to grind, can do a great deal if 
he will properly sell the value of his functions by col- 
lecting the evidence and presenting it convincingly. 
After all, he has something very definite to sell in his 
function and service. The direct buyer will listen to 
him as he does to any other salesman and, by the process 
of education, many of the direct buyers can be won 
over. But this educational process must be continued 
unremittingly, preferably through some concerted action 
on the part of the wholesalers. 


N relation to this important subject and again, if I 

were a wholesaler, and there was in my community a 
large contractor or industrial who was a chronic direct 
buyer, I think I would go to at least two or three of 
my local wholesaler friends and jointly plan a system- 
atic campaign, calling on him in committee, if neces- 
sary, and bringing facts and figures to bear showing how 
we, as wholesalers, could not only serve him more eco- 
nomically but, as members of his own community, were 
entitled to his consideration. 

True, this would require much time and effort but, 
in the event that the wholesalers won out, they would 
be creating new business for some one or all of them 
whereas, by constantly following their regular buyers, 
no new business is actually created. 





























The Trade Facilities Build- 
ing, Headquarters of the 
Parr Electric Co. 














Modern Terminal Building 


Speeds Up Service for the 


PARR ELECTRIC COMPANY 
BROOKLYN, N. Y. 


Elevators carry trucks to ware- 
house on ninth floor. Trains run 
into building on ground floor. 


Steamers dock at back door. 











Shelves for Carton Stock 


The Customers’ Room—and President 
C. McKew Parr 








DELIVERY SCHEDULE 


5 min. to City Hall, Manhattan 
20 min. to Times Square 
40 min. to George Washington Bridge 
2 min. to Borough Hall, Brooklyn 
20 min. to Long Island City 














Shipping Department Accounting Department 
10 ELECTRICAL WHOLESALING 








just another salesman out of 

a job—the nearest I got to 
a payroll was reading about 
stick-ups in the papers. Finally 
I decided to brace my old boss 
just once more and this time he 
came through, but his proposi- 
tion had all the earmarks of a 
nice, juicy lemon. 

Detecting a slight flutter in the 
eyelids of industry, he wanted to 
prepare for returning consciousness by mending his 
outer fences. “I hate to offer you such junk, Bill,” he 
said frankly, “but it’s all I have in stock at present. 
Here’s a list of sleepers and shirt-tail accounts. They 
may amount to something in six months, but right now 
they’re deader than last year’s news. If you can Hou- 
dini some blood out of these turnips, I’ll keep you on 
and give you more accounts soon as possible.” 

When I took a slant at the list, the room went around. 
Junk is right; a bunch of boys who were good guys 
when they had it, but they never had it. Well, being 
desperate, I decided to back this long-shot with every- 
thing I had. So I took my list and went home to think 
up a few fast ones. I knew I wouldn’t get to first base 
by high-pressure, as these birds had really learned to 
say no, and wouldn’t buy a dime’s worth they didn’t 
absolutely need. As I was after orders it looked almost 
hopeless, till it struck me all of a sudden that my only 
chance was to go at a new way and do everything sort 
of backwards. 

So I said to myself: “I will go out among these 
orphans for a couple of weeks, with a smile on my pan 
and charity in my heart, and I won’t ask ’em for an 
order! I'll let each one sing the blues till I find out 
everything about his business and his neighborhood, as of 
even date. I’ll study his set-up and methods and make 
notes so I won’t forget a thing. Above all, I’ll get him 
on my side so solid that when anything does break, I'll 
get it, and to do this I hereby resolve to do some favor, 
no matter how small, for every man I call on.” 

Before completing my list of “drastic measures,” I 
have to confess that, after two weeks, I was still “behind 
the eight ball”. My net compensation for that hectic 
period was exactly $14.85! My ears rang with the 
squalls of the downtrodden, and the old voice was worn 
to a whiskey-bass from talking customers out of jump- 
ing in the river. The pace was extra hot because I had 
taken on anything and everything in the way of serv- 
ice that would get me a stand-in. I couldn’t take a run- 
out powder on account of the many things I had started 
and, besides, I knew the plan was working, in spite of 
the slim returns. 

So I kept on dishing out assistance every chance | 
got. This included rush personal deliveries, making 
pick-ups, loaning samples, writing factories, dressing 
windows, checking stock, hunting prospects and straight- 
ening out price and credit arguments. Every one of the 
above I did at least once; most of them were routine 
and came up daily, while others were special cases. 

I found one dealer sucking his pencil and puzzling 
over what to put in a quarter-page ad he had taken in a 
lodge entertainment program. Although he had bought 
the space to support a cause, I could see he was hoping it 
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Fics eight months I had been 


Blood from Turnips 


A jobless salesman, victim of the depression, stages a 


strong comeback and makes a real berth for himself 


By COIT A. (DUKE) SMITH 


would bring him business. But he hadn’t done much ad- 
vertising and was about to put down his name, address and 
a stock line on good merchandise, fair prices, etc., and let 
it ride. It was no trick for me to fix him 2 piece of 
copy with a punch, and I got him a little cartoon cut 
from our office to go with it. It meant nothing to me 
at the moment, but the ad pulled, and I got orders from 
him inside of two weeks. 

Another customer complained of being long on mis- 
cellaneous shades and reflectors; they hadn’t cost him 
much, but were not moving at all. I took a stroll and 
brought him a list of 63 bare lamps in small places all 
around his shop. It was like pulling teeth to get him 
out canvassing but we sold enough in a few hours to 
get him interested, and since then he has managed to 
dispose of nearly half of this odd stock. Any dealer 
can find this business in shoe shining places, cobbler 
shops, fruit stands, etc. 

These and many other activities brought me to the 
most critical point of my performance. Like a slight- 
of-hand artist, who has been pulling ducks from under 
his coat-tails and fish from the air, I needed a strong 
finish to put me over. The funny part of it is, I didn’t 
exactly find it—it found me, but it resulted directly from 
my missionary work. I got a call one morning from a 
contractor-dealer I had helped considerably during my 
three-month campaign, without much return in orders. 


E wasted no words. “I am doubling up with my 
brother-in-law in this business,” he said. “He has 
only a small wiring shop, no merchandise, so he’s mov- 
ing here to my store and we'll pool everything. We'll be 
better fixed financially and have a better set-up for both 
wiring and merchandising. Now, we’ve just snared four 
real jobs and several small ones, both of us like your 
house and the way you’ve played ball with me even 
though you were not getting orders. So we're ready to 
hand you several hundred dollars worth of business 
right off the bat.” 
The pay-off at last—and was I happy! There wasn’t 
a hitch when I got the two together, and I gave them 
the best in the house from the start. Their first order 
cinched my job. When the boss saw it he said: “Them 
as has, gits, Bill; you have made beets out of turnips 
and I hope you stay blood-drunk from now on.” He 
not only kept his promise about giving me more ac- 
counts, but ordered me a monthly drawing account. So 
I had secured a job where there wasn’t any before and 
had inched back to a living income in three short months. 











NRA Manual Explains Provisions of 
General Wholesaling Code 


Regardless of price, the act of selling merchandise to insti- 
tutional and similar buyers for the personal use of their em- 
ployees is held a violation of the General Wholesaling Code 


HE long awaited Manual of the Code of Fair Com- 

petition for the Wholesaling or Distributing Trade 

has been released by NRA. Copies are obtainable 
from the Superintendent of Documents, Washington, 
D. C., at 10 cents each. 


This 70 page bulletin is intended to be an ABC of the } 


General Wholesale Code. A foreword by Deputy Ad- 
ministrator Dameron, states: “This pamphlet is issued 
for the sole purpose of clarifying by explanations the 
several provisions of this code. The code itself is neces- 
sarily phrased in condensed language ; hence, it is helpful 
to a clear understanding that explanations by example, 
illustration, chart, etc., be supplied. Nothing herein shall 
be construed to be an ‘interpretation’ of any provision. 
An interpretation, which has the same effect as a provi- 
sion of the code itself, may only be had as the result of 
certain formal procedure and the approval of the Ad- 
ministrator.” 

In this manual each section of the General Wholesaling 
Code is followed by one or more paragraphs of clarifying 
comment. Certain sections are further explained by the 
question and answer method. 

The following comments, selected from the manual, 
explain sections of the code whose provisions have not 
been clear to most wholesalers. The articles of the Gen- 
eral Code referred to will be found on pages 7 to 10 of 
ELECTRICAL WHOLESALING for February. 

Article II —Definitions. ‘The definition covers serv- 
ice wholesalers and distributors only ; but, by the ‘modifi- 
cation’ clause—the last sentence—a Supplemental Code 
may include as wholesalers or distributors all concerns 
—such as brokers, commission merchants, selling or man- 
ufacturers’ agents, drop shippers, etc——which perform 
any function involved in the movement of goods between 
the producer and the retailer or the commercial, indus- 
trial, or institutional user. 

“This definition excludes the retail business of firms 
which make the bulk of their sales at retail but which 
try to be classified as wholesalers in order to claim on 
all their purchases the wholesalers’ discount from firms 
which sell to them. When it sells to ultimate consumers 
any significant portion of its total volume, a firm is not 
a wholesaler as to that portion of its business. 

‘But if a concern does both a retail and a wholesale 
business—as for instance Marshall Field and Carson 
Pirie Scott—it may be classified as a retailer in that part 
of its business sold to the ultimate consumer and as a 
wholesaler in the remainder. 
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“The definition (except when modified by a Supple- 
mental Code) excludes manufacturers’ branch houses ex- 
cept when they job products not of their own manu- 
facture. 

“The warehousing and distributing operations of 
chain-store systems and mail-order houses are also ex- 
cluded except possibly in a very few special cases.” 

Article I1I—Hours. “Under these paragraphs no 
employee is permitted to work more than 40 hours in 
any one week, nor more than eight hours in any one day, 
nor more than six days in any one week, except— 

1. In cities of over 500,000 population employees 
whose work is of an executive, supervisory, technical, or 
professional nature and who receive at least $35 per week, 
have no limit placed on their hours of work. 

2. In places of less than 500,000 population employees 
whose work is of an executive, supervisory, technical, or 
professional nature and who receive at least $30 per week 
may work an unlimited number of hours. 

3. Salesmen operating outside of the wholesale estab- 
lishment employing them may work an unlimited number 
of hours. House, floor, telephone, and other salesmen 
must conform to the 40-hour, 6-day week. 

4. Watchmen may work only 56 hours in any one 7-day 
period and only six days during the same period. 

5. Employees working outside of the wholesalers’ plant 
in making deliveries ; those doing maintenance work upon 
the plant or equipment of the wholesaler in furnishing 
repair and maintenance service upon equipment or ma- 
terials sold by the wholesaler and in the hands of his 
customers; those installing equipment or materials sold 
by the wholesaler in the plants or places of business of 
buyers, may work 48 hours per week and not more than 
eight hours in any one day. 

6. Any employee whose work is limited to eight hours 
per day may, on one day each week, work one extra 
hour. His total number of work hours per week is still 
limited to 40 or 48 as the case may be. 

7. Any employee, except watchmen, may work more 
than the number of hours per week prescribed for him 
if he is paid time and one-third for the additional hours. 
But he can in no case be worked more than eight hours 
Pe day, except on the one day allowed in Paragraph 
Article IV—Wages. “The minimum wages pre- 
scribed are strictly minimums and constitute the lowest 
wages which can be paid to the lowest-paid class of em- 
ployees. They are in no sense to be taken as averages.” 
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The purpose of Section Two “is to prevent a whole- 
saler from recouping any wage losses which he may sus- 
tain, by reason of code provisions which reduce the num- 
ber of hours his employees may work, through cutting 
the wages of those employees who, before the adoption 
of the code, were receiving more than the minimum wage 
established in the code or in the President’s Reemploy- 
ment Agreement. 

“The greatest reduction which can be made in the 
weekly wage of any such employee is 10 per cent, regard- 
less of the amount his hours of work are reduced.” 

Article V—Labor Provisions. “Examples of specific 
practices which are forbidden by Section Four are: 

“1. A wholesaler employs three men whose job con- 
sists in moving orders off the warehouse floor across the 
platform and into freight cars and trucks. After the 
adoption of the code the wholesaler rearranges the work 
so that two of these men spend the bulk of their time 
loading trucks. He then reclassifies them as outside 
delivery men and works them 48 hours per week. This 
would be a violation of the code. 

“2. Before the code was adopted, a wholesaler in a 
northern city of over 500,000 employed six girls to do 
secretarial work. One he classified as a secretary and 
paid $30 per week. Two were classified as stenographers 
and received $20 per week, while the other three were 
copyists and got $13 per week. After the code is adopted, 
he has to raise the copyists to $15 per week, so he re- 
classifies the two stenographers as copyists without 
materially changing the nature of their work and pays 
them $15 instead of $20 per week. This would be pre- 
vented. 

“These examples are illustrative and not intended to 
exhaust the situations which may be covered by this Sec- 
tion. The provision is couched in exceedingly broad 
terms and is intended to give the power to prevent any 
sort of subterfuge whatsoever, which may be invented 
for the purpose of evading the labor provisions of the 
code.” 

Article VII—Trade Practices. Sections one to nine, 
inclusive, all “involve either the question of intent on the 
part of the alleged violator, knowledge on his part, or 
they deal with specific undesirable practices which are 
not capable of accurate definition. Cases that arise under 
them do not inevitably fall inside or outside of their pro- 
hibitions. Therefore each case involves the determina- 
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tion of certain matters of fact and the formulation of 
decisions on the basis of the facts appearing in that case. 
No general principles can be laid down in an explana- 
tory way to guide either Code Authorities in administer- 
ing these provisions or wholesalers in avoiding their 
violation.” 

Section 10, Protection to Retailers,‘‘establishes two sets 
of prohibitions upon the activities of those firms which 
sell a substantial portion of their business to retailers. 
First, they must not sell to ultimate consumers at whole- 
sale prices. They may sell to ultimate consumers in 
insignificant amounts but not at “wholesale prices.” By 
wholesale price is meant, in the case of any specific con- 
cern, the price which that concern quotes to the ordinary 
small independent retail store. The question may arise 
as to whether, under this provision, a wholesaler could 
sell to ultimate consumers at, let us say, a two per cent 
advance on the price at which he ordinarily sells to retail- 
ers. The advance must constitute a reasonable differ- 
ential between retailers and ultimate consumers. Its 
exact amount depends upon the trade in which the ques- 
tion arises, upon the normal retail mark-up on the mer- 
chandise involved, and upon other considerations appeal- 
ing to the Divisional Code Authority or the Adminis- 
trator in the process of interpreting the provision. 

“The second prohibition prevents wholesalers from 
selling to civic or institutional buyers or buyers of like 
nature merchandise which is to be used personally by the 
employees of the buying institution. The act of selling 
such merchandise to such a buyer, in itself and regardless 
of the price at which the sale is made, is a violation of 
the code. The thing aimed at here is the very common 
practice of concerns buying through their own purchas- 
ing departments, merchandise for use by their employees. 
The provision does not prohibit a wholesaler from selling 
to such buyers, goods which are used in carrying on the 
ordinary activities of the buying concern. The question 
may arise, for instance, as to whether this clause forbids 
a wholesaler from selling to a sales manager such articles 
as watches, suit-cases, etc., to distribute as prizes or spe- 
cial rewards to those of his salesmen whose records are 
unusually good. These articles used for this purpose 
constitute part of the supplies used by the buying con- 
cern in the conduct of its business. Such sales by whole- 
sale establishments would not be contrary to this pro- 
vision. The Section specifically (Turn to page 30) 
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Fourth Annual Banquet, Eastern Electrical Wholesalers Association. Hotel Astor, New York City, May 5. 
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1933 Sales of 
Electrical Wholesalers 


VY Total sales show moderate improvement over 1932. Incandes- 
cent lamps again hold first place. Appliances and specialties 
show largest gains. Sales of specialty distributors not included. 


1933 Sales in Bold Face. 


1932 Sales in Light Face. 








A—CONSTRUCTION AND MAINTENANCE MATE- 


RIALS (SUPPLIES) 





Conduit: Rigid Conduit, Elbows and Couplings: 
Flexible Conduit; Metallic and Nonmetallic: 
Surface Metal Raceways; Concealed Ducts and 
Raceways. 





Conduit Fittings, Boxes, Accessories: Conduit 
Bodies: Boxes and Covers; Outlet, Switch, 
Metal: Armored Cable Fittings; Locknuts, 
Bushings; Box Hangers, etc. 





Fuses: Plug, Enclosed, Renewable. 





Miscellaneous: Tape; Rubber, Friction: Insul- 
ating Compounds, Paints, Clothes, etc.; Por- 
celain Knobs, Tubes, Cleats; Lamp Guards; 
Solder, Screws, etc. 





Safety Switches and Panelboards: Entrance, 
Meter and Safety Switches; Panelboards and 
Cabinets, except Power Panelboards. 





Tools: Contractor’s, Linemen’s, Wireman’s, Port- 
able Electric. 





Wire and Cable: Armored “ABC” Cable, Rub- 
ber Covered Wire, Weatherproof and Slow 
Burning Wire, Non-metallic Sheathed Cable, 
Lead Covered and Parkway Cable, Power 
Cable; Paper and Varnished Cambric, Annun- 
ciator and Office Wire, Bare Wire and Cable, 
Cords, Misc. Wires and Cables. 





Wiring Devices: Brass Sockets, Porcelain Sock- 


ets and Receptacles, Lighting Switches, Con- 
venience Outlets, Attachment Plugs and Caps, 
Face Plates, Misc. 





Outside Construction Materials: Poles and Cross- 
arms, Pole Line Hardware, Power and Dis- 
tribution Transformers, Insulators, Lightning 
Arresters, Choke Coils, Potheads, Cable Bells, 
etc. 





$15,162,351 
16,174,021 


6,997,472 
6,645,013 


3,570,909 
3,266,264 


5,579,511 
4,315,474 


8,226,873 
6,880,018 


1,110,460 
754,668 


21,995,779 
21,772,707 


11,906,673 
9:991,133 


10,438,991 
10,910,950 





B—EQUIPMENT AND APPARATUS 





Industrial and Commercial Lighting Equipment: 
Commercial Glassware and Hangers, Flood- 
lights, Reflectors, Special Purpose Units, Out- 
door Standards, Street Lighting Fixtures, Traf- 
fic Signals. 





Motors and Control: A. C. Motors, 1 H.P. and 
over, D.C. Motors, 1 H.P. and over, Fractional 
H.P. Motors, Motor Control, Power Drives, 
Generators, Converters, etc 





Switchboards and Accessories: Switchboards and 
Power Panels, Circuit Breakers, Disconnecting 
and Knife Switches, Bus Bars and Supports, 
Meters, Relays, Instrument Transformers. 





Telephone and Signal Sqvipment: Annunciators, 
Bells, Buzzers, Gongs, oor Openers, Push 
Buttons, Bells and Signal Transformers; Alarm 
and Call Systems; Burglar, Fire, Hospital, 
School, etc.; Telephones. 





$7,160,724 
8,830,248 


7,226,118 
"Ojsau 902 


2,741,772 
3,705,072 


3,675,553 
3,184,152 





Commercial Equipment: Commercial Cooking 
Equipment, Food Grinders, Slicers, Mixers, 
etc., Commercial Refrigerators, Commercial 
Laundry Equipment. 





Industrial Equipment: Electric Welding Appar- 
atus, Electric Furnaces, Electric Ovens, Indus- 
trial Heating Units, Industrial Heating De- 
vices, Misc. Industrial Equipment. 





Ventilating and Air Conditioning Equipment: 
Ventilating Fans and Blowers, Air-Conditioning 
Equipment. 





$1,089,763 
1,029,160 


790,342 
918,030 


1,322,366 
1,910,660 





C—RESALE MERCHANDISE (SPECIALTIES) 











Counter Merchandise: Batteries: Dry Cell, 


Flashlight, Radio; Flashlights, Decorative 
eg Outfits, Moulded Specialties; Plugs, 
etc., isc. 





Electric Clocks: All Models. 





Fans: Desk and Bracket, Ceiling and Column, 
eee Ventilating, Portable Fan-Operated 
eaters. 





Heating Appliances: Cookers (660 watt or 
less): Heaters and Radiators: ae Pads; 
Hot Plates: Grills: Irons; Domestic, Laundry 
Percolators: Toasters, Waffle Irons: Other 
Heating Appliances. 





Incandescent Lamps: Large, Miniature. 





Oil Burners: Household, Industrial. 





Radio: Receiving Sets, Home Talking Picture 
Machines; Radio Tubes; Loud — (not 
in sets), Radio Accessories and Parts. 





Ranges and Water Heaters: Ranges, Domestic; 
Water Heaters. 





Refrigorators: Domestic. 





Residential Lighting Equipment: Fixtures, Port- 
able Lamps, Sun Lamps. 





Trains and Toys: Trains and Accessories, Other 
Electric Toys. 





Vacuum Cleaners: Standard Type, Hand Type. 





Washing and Ironing Machines: Clothes Wash- 
ing Machines; Ironing Machines; Drying 
Equipment, Domestic. 





Other Motor Driven Appliances: Kitchen 
Power_ Units; Beaters, Mixers, Extractors, 
etc.; Dish ashers, Floor Polishers, Utility 
Motors, Mise. 





$5,485,568 
5,985,007 


2,823,031 
2,099,650 


5,201,672 
4,671,463 


9,244,516 
10,726,741 


41,003,410 
49,007,900 


1,826,000 
*2,452,875 


23,287,933 
23,056,213 


8,191,548 
*2,833,180 


33,974,682 
*28,460,780 


4,266,094 
4,532,700 


1,235,535 
1,119,136 


3,840,591 
3,379,733 


11,606,365 
6,347,876 


2,902,372 
*1,915,488 





Total Sales—1933 
—1932 


$263,884,976 
253,284,824 


*Reports from National houses for 1932 were incomplete. 
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INCANDESCENT LAMPS 
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Men You Should Know 


DAVID E. FORD 


Vice-president, Northland Electric Supply Co.., 


Minneapolis, Minn. 


ESPITE the fact that “Dave” 
[) Ford has just passed the half 

century mark and that he 
boasts of being a proud grandfather, 
this veteran wholesaler has the ap- 
pearance, energy and outlook of a 
much younger man. 

When an executive has failed to 
age perceptibly under the stress and 
strain of recent years it is a pretty 
certain indication that he has some 
hobby which lets him throw off busi- 
ness worries and secure complete re- 
laxation. And so it is with Mr. 
Ford. He loves to fish, and fish he 
does nearly every week-end during 
the summer. 

Instead of acquiring a comfortable 
summer cottage, Ford has built him- 
self a trailer according to ideas of 
his own. Equipped with electric 
lights and radio, it will sleep four 
people and as many as six have been 
known to gather within it for a 
quiet, friendly game of_ poker. 
Hitching this trailer behind his car, 
he rambles over pretty much all of 
the state of Minnesota in the course 
of a summer. 

Ford hails from Texas. Born at 
Fort Worth, he lived as a boy in 
San Antonio and attended high 
school in Dallas. His electrical ca- 
reer started with his high school days 
when, after school hours, he peddled 
the 32 candle power lamps that were 
used on the 52 volt circuits in ex- 
istence at that time. Those were 
also the days of fused rosettes which 
“Dave” used to re-fuse along with 
his lamp selling. 

In 1903, when he was 19, Ford 
migrated north to St. Louis and 
landed a job with the old Wesco 
Supply Co. as manager of its tele- 
phone department. He remained on 
this job eight years and, in 1911, 
connected with the Monarch Electric 
Co. of Kansas City as sales manager. 
A year later he returned to St. Louis 
and took over his old duties as mana- 
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* A Believer in 


ger of Wesco’s tele- 
phone specialty depart- 
ment. 


He left Wesco again 
in 1913. This time he 
moved across the river 
to East St. Louis to 
become sales manager 
of the American Car- 
bon Battery Co. His 
next move came two 
years later and brought 
him to Minneapolis in 
1915, where he _ has 
made his home ever 
since, 

Arriving in Minne- 
apolis, Ford forsook 
the electrical field for the tire busi- 
ness. After losing money for two 
years he decided that he knew noth- 
ing about tires and had better get 
back into the electrical game. So, 
in 1917, he persuaded W. H. Vilett 
to give him a job with the Sterling 
Electric Co. 

The Northland Electric Supply 
Co. was established three years later 
by Vilett, Ford and H. H. Henley. 
In addition to a wholesale supply 
business, the new firm engaged in out- 
door construction and erected many 
miles of high tension lines through- 
out the central Northwest. Many of 
these lines were sold to the Forshay 
utility interests, who decided to op- 
erate their own construction depart- 
ment in 1923. Mr. Henley went 
with the Forshay organization at 
that time and, since then, the North- 
land company has been operated by 
Vilett and Ford as a strictly whole- 
saling concern. 


R. FORD believes that the firm’s 

success is very largely due to the 
fact that no one has a private office. 
Both he and Mr. Vilett have their 
desks right out in the “bull-pen” 
with the order clerks, bookkeepers 
and stenographers. Here they are 


Cooperation 


Actively identified with the electrical 
industry for over 30 years, "Dave" 
Ford ranks as one of the veteran whole- 
salers of the central northwest. He 
knows every fishing ground in Minne- 
sota, is president of the Northcentral 
Electrical Wholesalers Association and 
a leader in all local industry activities 


accessible to their customers at all 
times. 

Mr. Ford has long been a leader in 
wholesaler cooperative movements in 
the Minneapolis territory. For sev- 
eral years the electrical wholesalers 
in this trading area have held in- 
formal meetings for the exchange of 
credit and other information. As a 
result of this get together spirit, 
Minneapolis has experienced far less 
chiseling than most other cities dur- 
ing the past few years. 


HESE informal meetings led to the 

organization, in July, 1933, of the 
Northcentral Electrical Wholesalers 
Association which embraces not only 
Minnesota, but also western Wiscon- 
sin and the Dakotas. Mr. Ford, as 
was to be expected, was unanimously 
chosen as president of this new asso- 
ciation. He has also been selected 
by NEWA to head the industry com- 
mission which will enforce the Elec- 
trical Wholesaling Code in the 
Minneapolis district. 





THIS IS NUMBER 150 IN 
OUR SERIES OF PROMINENT , 
WHOLESALERS 
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*David E. Ford 


Vice-president, Northland Electric Supply Co., Minneapolis, Minn. 
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Fifty years ago it 





took keen vision and 
a stout heart to chart 
a true course and 
hold to it. The pioneers of the General Cable 
companies had that vision. They planned their 


distribution of wire and cable products through 


- 
the electrical wholesaler, and never faltered. \ ‘ 
\S 
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4 True Cours 






We in an age of unified, more efficient organiza- 
_" tion have never deviated from the original course. \ 
It has brought us staunch friends and valued 


customers. We reaffirm our purpose to abide by: 


1. Complete cooperation with all electrical wholesalers of 


established trade standing. 


2. Standard prices—openly published as an evidence of fair 
dealing to all. 


i “Fully rounded service—every item of bare and insulated 


conductors normally required, of all types, constructions and voltage. 


General Cable’s own stocks are maintained at plants and warehouses to back up sudaen demands 
beyond the distributor's ability to handle from his local inventory. In all its trade relations, General 
Cable is organized for service — and delivers it. 





GENERAL CABLE CORPORATION 


OFFICES IN PRINCIPAL CITIES 























A stellar lighting effect—the Federal Building from the 
Lagoon 


CHICAGO'S 1934 
Century of Progress 


MAY 26—Oct. 31 
New color schemes bring new lighting effects throughout the 


entire exposition a 














ELECTRICAL EXHIBITORS 
INCLUDE 


Westinghouse Electric & Mfg. Co. 
Electric Storage Battery Co. 
United Automotive Co. 
General Electric Co. 
Stewart Warner Co. 
Altorfer Bros. Co. 

Van Cleef Bros. 

Hoover Co. 





Conover Co. 
; Waters Genter Co. 
A new feature this year—Frigidaire's air conditioned é 
house Century Electric Co. 
Hurley Machine Co. 
National Standard Co. 
Chicago Flexible Shaft Co. 

Electric Light & Power Industry 
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The Terrazzo Esplanade leading to the Planetarium has been 
redesigned 


A torch of light, a mile high, surmounts the 
cas Ford Exhibit 
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National Council to Cooperate 
with Local Code Commissions 


Letters sent to chairmen of local code commissions promise coor- 
dination of effort between NEWA and the recently organized 
National Council of Local Electrical Wholesaler Associations 


To Att Loca Groups AND CHAIRMEN 
oF LocaLt CopE CoMMISSIONS IN OR- 
GANIZED LOCALITIES: 

During the past ninety days many 
manufacturers have been lead to believe 
that the wholesale industry is split into 
two factions; also, that this National 
Council is a “competitive” organization 
to the National Electrical Wholesalers 
Association. Up to the present time we 
have religiously evaded comment, or 
discussion, of this situation for fear of 
possible misinterpretation. However, 
there is evidence that these false im- 
pressions would be justified in the con- 
tinued absence of statements to the 
contrary. 

Everybody interested will agree that 
wholesalers would be short sighted in- 
deed if they permitted this condition 
to continue, serving as it would to un- 
necessarily delay, if not prevent, the 
coordination of effort required to influ- 
ence beneficial policy adjustments, or 
the working out of profit making solu- 
tions to common problems. Quite ob- 
viously there is imperative necessity 
for some procedure that would develop 
uniform attitudes, as well as universal 
opinions, on all matters pertaining to 
the general welfare of the wholesale 
industry. 

In order to promote unity, the first 
requirement would appear to be correc- 
tion of any and all impressions that 
would indicate the existence of a feeling 
of antagonism between NEWA and this 
National Council. Delegates to the 
Chicago Conference went on record, 
unanimously, as opposed to the forma- 
tion of a new National Association and 
this attitude has been reflected in all 
council activities. As explained in the 
statement released for, and publish in, 
March issues of the trade press, the 
council is fundamentally intended as a 
national clearing house for cooperating 
local groups, which purpose cannot be 
served by NEWA as it exists today. 
Proof that these actions have been ac- 
cepted as intended is evident in the fact 
that, insofar as legality would permit, 
NEWA has extended very helpful co- 
operation to Council headquarters and 
we have endeavored to reciprocate in 
kind. These statements are offered to 
emphasize that regardless of industry 
“gossip,” NEWA and the council are 
not conflicting and they are decidedly 
not antagonistic to one another. 

The second requirement would ap- 
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pear to be promotion of uniform atti- 
tudes and universal opinions on matters 
pertaining to the general welfare of the 
wholesale industry. To develop efficient 
coordination of effort on problems of 
this nature there should be proper mu- 
tual cooperation between local Associa- 
tions and local Code Commissions. 
Forty-three of these Commissions have 
been established and we are advised 
that they will accumulate information 
to be used by commodity committees 
engaged in the study of national indus- 
try problems. It is understood that 
these Code Commissions are receptive 
to, and expected to obtain the opinions 
of local groups existing within their 
districts. In cases where Code Com- 
missions include one or more members 
of local groups this procedure is sim- 
plified and already operating. However, 
in certain localities, where groups are 
not represented on Code Commissions, 
there is immediate and mutual need for 
a proper cooperative understanding. 
These statements are made to empha- 
size that efficient coordination of effort 
between these agencies will do much to 
prevent conflicting opinions that would 
handicap the productiveness of both the 
Council and NEWA. 

Your questions, comments or sugges- 
tions are invited. 


Jut1an A. Hawks, Managing Director. 
National Council of Electrical Whole- 
saler Associations. 





To CHAIRMEN OF CopE COMMISSIONS: 


In a letter recently sent out by the 
National Council of Electrical Whole- 
saler Associations, the Council makes it 
clear that it has no intention of becom- 
ing an organization competitive with 
NEWA. It is stated that its primary 
function is to provide a clearing house 
for cooperating local groups through 
which their views and activities can be 
coordinated. 

Since these groups include many 
wholesalers who are not members of 
NEWA but whose views are desired 
in considering national policies, it is 
felt that through cooperation between 
the Council and the National Associa- 
tion, unified views for presentation to 
manufacturers may be secured. The ne- 
cessity of obtaining an expression which 
represents the opinions of a great ma- 
jority of electrical wholesalers is ap- 
parent to everyone. 

Because of their present existence 
and their intimate knowledge of local 
conditions in the trade, it may well be 
that these local Associations in some 
territories may prove the very best 
agencies to be employed by the local 
Code Commissioners in assisting them 
in administering both the General 
Wholesale Code and the Electrical Sup- 
plemental Code. 

NEWA will doubtless find the Coun- 
cil an agency organized to give efficient 
and valuable cooperative assistance 
along all lines that will benefit the 
Electrical Wholesale Industry. 

E. Donatp ToLtes, Managing Director. 
National Electrical Wholesalers Asso- 
ciation. 








The "Brass Hats" of EEWA: Ali members of the Board of Directors were “pres- 
ent and accounted for” at the annual banquet of the Eastern Electrical Whole- 
salers Association on May 5. Those in the chairs are, from the left: Jack Korn; 
Nat Gertler; Abe Beller; Robert L. Simon; Julian Hawks; Andrew Greenfield, and 
Joseph Kurzon. Standing behind them are: Herman Josephs; Jack Tucker; Geo. 
ee Bob Beller; Henry Baitinger; Ira Jaffee; Sam Berman, and Milton 

irschfield. 
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Formerly Jre Jobber's Salesman 


E. T. ROWLAND, Editor 











We Believe That— 


The Electrical Wholesaler Can Best 
Contribute to National Recovery 
Through 


Creative Selling 
Capable Management 
Coordinated Industry Effort 











The Radio 


Convention 


VERY wholesaler selling radio will be well repaid 

for the time and expense involved in attending the 
Eighth Annual Conyention of the Radio Wholesalers 
Association, to be held at the Stevens Hotel, Chicago, 
June 11 to 13. Approval of the Radio Wholesaling 
Code has instilled a new confidence and a new enthusi- 
asm throughout the trade. A Five-Point Plan is to be 
announced at Chicago, whose objectives are to “revital- 
ize public interest in radio, renew the faith and morale 
of the entire radio industry and make the radio busi- 
ness profitable.” There is every indication that the 
radio industry will “go places” this Fall. 

At this convention, the provisions of the Radio Code 
will be explained by the Trade Practice Committee of 
the Divisional Code Authority; the recently appointed 
District Agencies will formulate plans for the admin- 
istration of the Code in each local trading area, and 


separate sessions will be devoted to problems connected 
with the distribution of sets, tubes, parts and accessories. 

It is also probable that a movement will be started by 
those distributors handling both radio and refrigeration 
to have the provisions of the Radio Wholesaling Code 
extended to include refrigeration as well. 

At the insistence of NRA, the latest draft of the 
Electrical Wholesaling Code definitely excludes radio 
from its provisions. Wholesalers of all types who sell 
radio are bound by the provisions of the Radio Whole- 
saling Code as far as their radio business is concerned. 
The Chicago convention this month provides their only 
opportunity to secure at first hand complete information 
on this Code. It also affords an opportunity for non- 
members of RWA to appraise the constructive work 
done by this Association in obtaining a code that is 
tailor-made for the radio wholesaling industry and in 
setting up, within a period of only six weeks, the 
national and local machinery for its administration. 
Those who attend the various sessions will find a con- 
tagious enthusiasm which they will carry back to their 
own organizations, an enthusiasm that will lead to 
harder, cleaner selling—and real profits. 

If you sell radio, come to Chicago the week of June 11. 


Wire 
Prices 


HE new Safecote wire schedules published May 1 

materially improve the wholesalers’ margin on this 
important commodity. As Safecote wire is manufac- 
tured under license, resale schedules are identical for 
all manufacturers, also direct selling manufacturers 
must sell according to the same schedule that has been 
established for wholesalers. Any deviation from these 
schedules on the part of the manufacturers is strictly 
forbidden, both under their licensee agreements and 
under their code. 

Thus, for the first time, wholesalers are assured that 
they will not be undersold by a wire manufacturer who 
sells direct to the wholesaler’s customer. Also, under 
his own code, the manufacturer cannot slip his cus- 
tomer something “on the side.” 

The margins of profit now provided for the whole- 
saler vary from five per cent on large orders and direct 
shipments to 35 per cent on small orders from whole- 
salers’ warehouse stocks. The manufacturers have 
recognized the need for a larger margin for the whole- 
saler on small orders and have endeavored to provide 
him with adequate compensation for his services. These 
new schedules provide a real incentive for the whole- 
saler and leave no place in the picture for the broker. 

While the manufacturers are legally bound to adhere 
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to their published prices, unfortunately there is no such 
restriction on the wholesaler. However, the wholesaler 
needs all the profit which the manufacturer has pro- 
vided for him. He cannot afford to give away a single 
penny of it. 

There are some manufacturers without wholesaler 
connections who must sell in competition with the 
wholesaler. If a wholesaler cuts the price they are 
powerless to meet his competition. In the event that 
a few such instances should occur, the manufacturers 
could come to but one conclusion—that they had pro- 
vided too much profit for the wholesaler. Thus, due 
to the short-sightedness of a relatively few wholesalers, 
the manufacturers would reduce their schedules to 
meet this competition and all wholesalers would suf- 
fer in consequence. 

The success of the present Safecote schedules, and 
all other schedules which provide fair margins, rests 
entirely with the wholesalers. A few short-sighted 
chiselers can “upset the apple cart” for the rest of the 
1001 wholesalers of electrical supplies. 


Unearned 
Discounts 


RTICLE VII, Section 6, of the General Whole- 
saling Code reads as follows: 


“No member of the trade shall secretly and directly offer 
or make any payment or allowance of a rebate, refund, com- 
mission, credit, unearned discount, or excess allowance, 
whether in the form of money or otherwise, nor shall a 
member of the trade secretly offer or extend to any customer 
any special service or privilege not extended to all customers 
of the same class, for the purpose of influencing a sale.” 


This means that a wholesaler must live up to what- 
ever cash discount terms may be stated on his invoice. 
If his customer is only one day late in making his re- 
mittance, if he deducts the cash discount, and if the 
wholesaler allows the deduction, then the wholesaler 
has clearly violated the code. 

There are some concerns which, due to their inter- 
nal routine, cannot clear their remittances within the 
discount period. This is especially true of large indus- 
trial concerns with widely scattered plants, and of state 
and Federal departments. To avoid violations of the 
code in such cases, the safest course for the whole- 
saler to pursue (pending an official interpretation by 
NRA) is to omit his discount terms from the face of 
his invoice. 

On the other hand, probably every wholesaler has a 
few accounts which have been successfully getting 
away with unearned discounts for many years. If the 
wholesaler’s cash discount terms appear on the invoices 


going to these accounts he has, in the General Whole- 
saling Code, a very effective lever for getting these 
backsliders to toe the mark. 


7 
A United 


Front 


OCAL Code Commissions have already been set up 
L in each trading area and are ready to function as 
soon as the Electrical Wholesaling Supplemental Code 
has been approved by NRA. A letter, by the National 
Council of Electrical Wholesaler Associations, which 
appears on page 21, has been addressed to these local 
commissions pledging the support and cooperation of 
the Council and its member groups. This promise of 
coordination of effort between NEW A and the National 
Council is most timely. It clarifies a situation which, 
as pointed out by ELecrricAL WHOLESALING last 
March, appeared to threaten the unity of the electrical 
wholesaling fraternity. 

Nothing is more essential to the welfare of the elec- 
trical wholesaler than that he present a united front 
in his dealings with both the NRA and with the other 
divisions of the electrical industry. It must be recog- 
nized that the wholesaling branch of the industry is 
made up of small units. The average independent 
wholesaler is one of the producers of his own organiza- 
tion. He works shoulder to shoulder with his em- 
ployees. He is unaccustomed to expressing himself in 
open meetings and does not feel that he has the time 
or the financial means to become a regular attendant 
at national conventions, or to take an active part in 
national committee work. This, we believe, explains 
why only 32 wholesalers responded to the recent request 
of NEWA for volunteers to serve on the various com- 
mittees of the Association. 

The average wholesaler, however, has shown him 
self to be both ready and willing to participate in the 
work of his local association which requires that he 
take but little time away from his own business and 
through which he develops social as well as business 
relations with his local competitors. 

For these reasons, local wholesaler associations should 
continue to grow, both in numbers and in influence. 
Coordination of effort between these local groups and 
the National Association is essential if the industry is 
to develop and maintain a united front. This coordi- 
nation requires a close liaison which the local Code 
Commissions can readily provide. In addition to their 
important duties in connection with Code administra- 
tion, they are in a position to render invaluable assist- 
ance to the various NEWA committes. They can 
readily assume the role of liaison officers for the indus- 
try, enabling it to present a united front at all times. 
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NEWA Executive Committee 


Discusses Code Situation 


Instructs Code Committee to make further efforts to 
secure NRA approval of clause prohibiting wholesalers 
from selling below manufacturer's filed price schedules 


EMBERS of the Executive Com- 

mittee of the National Electrical 
Wholesalers Association met at the Ho- 
tel Traymore, Atlantic City, May 3 and 
4, to act upon the report of the Code 
Committee of the Association which 
conferred with NRA officials in Wash- 
ington on May 1 and 2. 

The members of the Executive Com- 
mittee who attended were: W. J. 
Drury, chairman, Graybar Electric Co., 
New York; H. J. Baitinger, vice-chair- 
man, Baitinger Electric Co., New York; 
F. M. Bernardin, General Electric Sup- 
ply Corp., Kansas City; B. W. Clark, 
Westinghouse Electric Supply Co., New 
York; J. W. Coghlin, Coghlin Electric 
Co., Worcester; F. R. Eiseman, Revere 
Electric Co., Chicago; B. T. Hare, 
Rumsey Electric Co., Philadelphia; L. 
L. Hirsch, Electrical Supply Co., New 
Orleans; W. J. Kranzer, Crannell, Nu- 
gent & Kranzer, New York; C. H. Mc- 
Cullough, W. T. McCullough Electric 
Co., Pittsburgh; C. B. Nelson, Nelson 
Electric Supply Co., Tulsa; M. W. 
Nichols, Nichols Electric Co., Dayton; 
Karr Parker, McCatthy Bros. & Ford, 
Buffalo; W. L. Perry, Perry-Mann 
Klectric Co., Columbia; H. O. Smith, 
Hardware & Supply Co., Akron, and 
H. B. Tompkins, General Electric Sup- 
ply Corp., Bridgeport. 


Other wholesalers present were R. 
Beller, Beller Electric Supply Co., 
Newark; H. C. Calahan, General 


Electric Supply Corp., New York; E. 
J. Coyle, Colonial Electric Co., Phila- 
delphia; E. M. Graham, National Elec- 
trical Supply Co., Washington; J. 
Lowenstein, Franklin Electric Co., At- 
lantic City, and N. Newman, West Phil- 
adelphia Electric Supply Co. 

New members reported since the last 
meeting were: Ace Electric Supply Co., 
Jacksonville; Advance Electric Co., 
Terre Haute; Advance Electric Sup- 
ply Co., Flint; Allen Electric Co., 
Cleveland; American Electric Co., Chi- 
cago; American Electric Co., St. Jo- 
seph; Atlantic Electric Corp., Norfolk; 
Bangert Electric Co., Jamaica; Belden 
Electric Co., Joplin; Brown-Johnston 
Co., Spokane; Capitol Electric Supply 
Co., Lansing; Commercial Electric Co., 
Toledo; Cook Electric Supply Co., Ok- 
lahoma City; Crescent Electric Supply 
Co., Dubuque; Crescent Electric Co., 
San Francisco; Dakota Electric Sup- 


ply Co., Fargo; Doermann-Roehrer 
Co., Cincinnati; Franklin Electric Co., 
Atlantie City; Globe Electric Co., Seat- 
tle; International Merchandise Co., Los 
Angeles; Ladco Wholesale Electric Co., 
Los Angeles; Lavenson & Savasta, San 
Francisco; Loeb Electric Co., Colum- 
bus; Midtown Electric Supp'y Co,, 
New York; Mill Power Supply Co., 
Charlotte; Moore Electric Supply Co., 
San Francisco; Naslund Electric Sup- 
ply Co., Los Angeles; Nolan’s Plumb- 
ing & Heating Supplies, Waltham; W. 
A. Ramsay, Ltd., Honolulu; Sackett 
Electric Co., Columbus; Sager Electri- 
cal Supply Co., Boston; Simons Sup- 
ply Co., Lowell; G. L. Starks & Co., 
Saranac Lake; Stickler Electric Sup- 
ply Co., Hartford; Viking Products 
Corp., New York; Von Hamm-Young 
Co., Ltd., Honolulu; West Philadelphia 
Electric Supply Co., Philadelphia. 

Members expelled for non-payment 
of dues were: G. & G. Electric Sup- 
ply Co., New York; Kimball Electric 
Co., Pittsburgh; John S. Maxson Co., 
Homer, N. Y., and the United Flectric 
Supply Co., St. Louis. 

Manager Director Tolles reported a 
membership of 502 houses as against 
307 a year ago, a gain of 65 per cent. 
Independent wholesalers have a total of 
195 votes, wholesalers affiliated with 
either the General Flectric or West- 
inghouse companies have 28 votes, 
while the General Electric Supply 
Corp., Westinghouse Electric Supply 
Co., and Graybar Electric Co., com- 
bined, are entitled to only 30 votes in 
the Association. 

Operating expenses for 1933 were re- 
ported as $30,137.94, a decrease of over 
2,000 from the previous year, in spite 
of the increased activities due to the 
Recovery Act. 

The latest draft of the proposed Sup- 
plemental Code for the Electrical 
Wholesaling Industry, as recommended 
by the Deputy Administrator, was pre- 
sented by Mr. Drury. All provisions 
were approved and the Code Commit- 
tee was instructed to continue its ef- 
forts to secure the inclusion of provi- 
sions against selling at prices lower 
than the manufacturers’ filed prices. 

It was reported that the work of set- 
ting up machinery to make the code 
effective, when approved, had been 
practically completed. Selection of 


Code Commissions, consisting of from 
three to five men has been made by the 
members operating in their respective 
territories, and these Commissions 
await only the formal approval by the 
Code Authority established under the 
supplemental code to put in motion 
plans to enforce the code in their dis- 
tricts. 

Through the action of the Associa- 
tion’s counsel, a stay has been secured, 
which temporarily excludes electrical 
wholesalers from the provisions of the 
trucking code. 

Application for an exemption from 
the ru'e requiring the payment of mini- 
mum salaries to commission salesmen, 
as provided in the General Wholesaling 
Code, has been filed with the Adminis- 
trator and is awaiting decision. 

Protest against the definition of the 
wholesale hardware industry as pro- 
posed in its code has been lodged with 
NRA and the Association has gone on 
record as definitely opposed to any 
weakening of the General Wholesale 
Code that would exempt hardware, dry 
goods, or any other type of wholesaler, 
selling electrical products, from observ- 
ance of the Electrical Wholesaling Sup- 
plemental code. 

Upon recommendation of the Chicago 
Electrical Wholesalers Association, a 
special Miscellaneous Resale Merchan- 
dise Committee was appointed to cover 
such commodities as Christmas tree 
lights and electrical toys. 

Only 32 members had replied to let- 
ters sent out to members asking that 
they state their preference with respect 
to Commodity Committee appointments. 
Due to this small response it was neces- 
sary for the Executive Committee to 
designate assignments to these commit- 
tees for the ensuing year. These as- 
signments appear on page 26. 


Referring to the recent formation of 
the National Council of Electrical 
Wholesalers Associations, Mr. Drury 
stated that, through the cooperation of 
this Council, it is expected that the 
NEWA Commodity Committees will be 
enabled to present unified industry rec- 
ommendations on matters of trade prac- 
tice and policy to the other branches 
of the industry. 


Vv 
Federal Reserve Report 


Federal Reserve Banks have released 
the following percentage comparisons 
covering sales of electrical wholesalers 
for the month of March: 




















Mar. 1984 with | gJQ 
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Federal Reserve Feb. | Mar. year 
District 1984 | 1983 | 860 
CHIGRRD -s650000% +20.0|+82.3 | +70.2 
Philadelphia +25. |+25. | +24. 
San Francisco ... | +20.3|+60.5 | +54.5 
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ACES IN THE NEW DEAL 


TO HELP YOU CASH IN 
ON 

RANGE CAMPAIGNS 
AND 


REMODELING & CONSTRUCTION 
WORK 
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CATALOG No. 1322 CATALOG No. 950312 


AN ELECTRIC 
RANGE RECEPTACLE CAST ALUMINUM 
OF OUTDOOR 
MODERNISTIC METER BOX 
DESIGN —Weatherproof— 
List Price $181.80 List Price $6.70 
per 100 Schedule F1 


CATALOG No. 551204 


A COMBINED SERVICE SWITCH, RANGE 
SWITCH AND LIGHTING CABINET. UNUSU- 
ALLY COMPACT, YET EASY TO WIRE. 


List Prices— Surface $13.50 Flush $15.50 


Schedule Special 





Schedule G1 
Safety Switches—Fusenters BUStribution SYSTEMS—SAFtoSWITCHBOARDS 
SUPERBA Lighting Panels & Cabinets “ “a KbI-DUCT—Trol-e-DUCT—Bus-DUCT 
SAFtoFUSE Feeder Panels & Cabinets N . Circuit Breaker Type Panels & Cabinets 


) 


BULLDOG eredih ‘PRODUCTS CO. 
DETROIT MICH. U.S.A. M 
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Personnel of Commodity Committees 


Announced by NEWA 


Apparatus 


H. J. Baitinger, Chairman 


Baitinger Wieclee oi. ss koe sae kha beeG.c 508s ens New York 
H. Gleason 

Cea OE TCT CO ios eink wa scinin es basset akiow eee teens Chicago 
G. H. Miller 

Westinghouse Electric Supply Co..................- St. Louis 


Armored Conductor 
F. R. Eiseman, Chairman 


Revere BICtric OO ss. <ovs osc nes css cee ob Ss 60 conse sos Chicago 
H. J. Baitinge 

Baitinwer Dietisie C0 ss 65s cicciccasccs Base ce ee aeee New York 
Geo. Hessler 

Grave WiettPil 40 sss cncsisccutane sane sscccec eee See 


Conduit 


B. T. Hare, Chairman 


Basin etre S66 ois 56's ae sccee sewen vate Philadelphia 
V. H. Bechtold 

Eran ity TCG G20. soe soca eescde ss bes ae odes Pittsburgh 

D. L. Fife 

EPR SUE aO Pe 8s 6 55 ah cee wee bach daeonsoausnes Detroit 
W. J. Kranzer 

Cranmell, Nument & TGANwer scx asks cic cisc0cccccvecc NeW LOPE 
Newton 

Iie eh. a or a Holyoke 


Conduit Fittings and Outlet Boxes 
M. W. Nichols, Chairman 


eg lk Se ee eee Dayton 
August Kubec 
Bee ee ao rns 55s ick cos hs xnewels ska eereeee Chicago 
ri, Sackett 
Ba EWG Be Fis nh 5 os ok cS cde wwreiaenwewess Buffalo 
Fan Motors 
W. J. Kranzer, Chairman 
Crannell. Nument @ MCawer.... occas cvcccssvccsens New York 
P. W. Greene 
DEIR Gis Bima IBOtTe TOO soko ce on 05 04 dine da suwess Chicago 
; Moock 
DEGOCE TSTTiS BOO OIy FO. sc o5 5505500 sedge Canton 
W. L. Perry 
POrry-BERRh DOIG 600 visio once ess nhabanewee Columbia 
P. Stern 
Interstate HMilectPie Cie co.cc cacccccverscseteca cee Seeneeue 


Flashlights and Batteries 


B. Nelson, Chairman 


MCSD TiOCtCie BUDGE Gok. <x ois vince seeheavceeeeeeas Tulsa 
L. W. Korsmeyer 
NOR TOO A inh sn Se ce sashinndesises 24 Lincoln 
A. H. Luebbe 
General Electric Supply Corp...........ccssecsccvcces Chicago 
M. W. Nichols 
ACR I  PMOUNOe FIO ood 6 a6 50s es kee oceadeheesecaaaees Dayton 


*Heating and Motor Driven Devices 
L. E. Latham, Chairman 


were oe 2} a mr ree ke 
R. J. Brown 
General Electric Supply Corp.......cccesecsccecse Bridgeport 
J. W. Coghlin 
CORR IE FEMS BO ink 60 54 sb Sus bane sce vee Sean Worcester 
H. M. Gansman 
Westinghouse Electric Supply Co.................. New York 
K. S. Gorke 
Pi. Bs SOOO TRG sn oss ccc esivca cece evitenh wow thes Syracuse 
Herbert Metz 
CERF DAP TGC TOs ss ne cna sais So dp 6s de din de een + ee 
1. I. Sackett 
FA, Fi; CERCGRE Wl 00 ss inves oie xeaees caters csssen a Buffalo 
G. S. Steiner 
BiPiROP MONTE Fis 6k d.os 5 oa bea ween esa acaeeeaeee Chicago 
P. S. Van Bloem 
VIEDIS PROGR COND i cvs dd ci vasa rcacaxhs nibicnces New York 


Industrial and Commercial Lighting 
E. A. Hawkins, Chairman 


Crapval MSCs LoOs. sc kbc secs ces de saccesrversascoecs te 2OPk 
J. S. Baker 
Sacandaga Electric Supply Ee OO AAR enna Fort Edward 
. G. Thomas 
Mill- ed. ae, ee ers Charlotte 


*Nor E: This committee may operate in sections on heating devices, 
vacuum cleaners, and washers and ironers. 


Inside Construction Materials 
Robert Beller, Chairman 


Beller Electric Supply ° Tee ee eee Newark 
C. Calahan 
General Electric es: r SOTO. . dou aes Shes oss 0c ew SORE 
K. S. Gorke 
BA Ei, ORS TCO ie 6s 6 ance ek hb ode as Syracuse 
H. D. Roseth 
Co-Op MieCtHic BUOY (0. bse diccecs sc cccvassdesceues Chicago 
N. Wick 
Lindiey BMiectric BUOTy Cin os sks so Faces ve svicwcas Philadelphia 


Lamps 
S. Rosenthal, Chairman 


Hyland Electrie Supply a Suh ese Mea we 6 ¥4- seee eee Chicago 
i. J. Coyle 
COOHOIIGT Teer Oli is hc sence wile cokes ooeesanees Philadelphia 
E. A. Hawkins 
RSV DET TAIT WO insiscacewdsciwscices senses eohews New York 
H. I. Sackett 
Fe. E. Berets WAeetMe Cees kk os bees es dco eee Buffalo 
R. Beller 
Beller Biectrical Bupply Cow. 5.< ss 6504 eeeveeneees esas Newark 


Pole Line Hardware 
H. B. Tompkins, Chairman 


General Electric Supply Corn.......cccecscccseoss Bridgeport 
H. W. Allen 
Atien TRlsCtrhe Gees so. ihc onessckccccig eee eee ane Cleveland 
George Hessler 
CEAFDAT MiSCOriO CO. 3s 6k 6:6:6:4.5.5:5:0%5 ia ee Oe ewes New York 
Walter Williamson 
Westinghouse Blectric Supply Co..........cccceceee New York 


Radio and Tubes 


E. Greenfield, Chairman 


Greenfield Electric al te ie | Cc oI Oe ee Brooklyn 
Getke 

Metropolitan Electrical Seaoie ASO; diag dk oh Gah etelaiosta Chicago 
L. E. Latham 

H. Sy Benth Be C6 066s cs evr ee ee ae 
D. H. O’Brien 

Ce RET 0 nk 6k irs ches obewrcnasc sabkes New York 

H. E. Rasmussen 

Peeriesns Micttric Supply CoO... < 6.occescs vcdecincke Indianapolis 

ys cameron 
E. M. Graham, Chairman 

National Electrical Supply Co............ccccces Washington 
J. H. Fisher 

Westinghouse Electric Supply Co............... Philadelphia 
A. Riley 

See GO i iene s oo hee hS eas eee woses Dallas 
H. O. Smith 

PEAPOWATG ME OO DIG CO. a 55nd soe aoe es 00 Ths oes seed ees Akron 


Ventilating and Air Conditioning Equipment 


E. M. Graham, Chairman 


National Electrical Supply Co............ccccecee Washington 
F. R. Elliott 

Hiliott-Lewis Hlectrical Co... 2.6. .c6sccccseeeees Philadelphia 
Karr Parker 

REC Ns HOOD E os oe cc k ses eh00 ccedes sdnsene Buffalo 
1, F, Perry 

Dowubleday-Hill Wlectric WOiki ce viccvcices vevsicwccd Washington 


Wires and Cables 


Walter Williamson, Chairman 


Westinghouse Electric Supply Co...............6.. New York 
J. H. Gleason 
eT ss cs Ss Sino a) cee acowsaees Chicago 
J. Kranzer 
Crannell, Nemont © Tcaaier oie okns5 co cssicvecccses New York 
H. McCullough 
W. E.. BERCCUMOMER TCU TIe Gy ai ss bin cb cocks uss Pittsburgh 
1. Wahn 
BOG. a. WR SOs as i's vaseek ecBei ate cs eee inwi te Boston 


Miscellaneous Reese Merchandise 
F. R. Eiseman, Chairman 


MOVOLe WSCC TO. és is50 0 che ciee eh sot see oeeweecebis Chicago 
Joseph Kurzon 

SOMADR TUE BIG a5 i acta teks 0088 Koes SON New York 
A. S. Greenfield 

Greenfield Electrical Supply Corp..............sse.- Brooklyn 
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DREADNAUGHT 


pe S” & “—— 


PORTABLE CORDS AND CABLES 


READNAUGHT cable meets 
the demand for a heavy duty 
flexible cable which will give a longer 
and more Satisfactory life on the job. 


The extreme flexibil- 
ity of Dreadnaught is 
secured by the high 
grade rubber and very 
fine wires uSed in its 
construction. There 
is no braid on Dread- 
naught to absorb dirt, 
grease, lint, etc., and 
it will not kink or 
tangle at any time. 


The copper conduc- 
tors of Dreadnaught 
cable vary in number 
according to the size 
of the cord; however, 
all conductors are of 
flexible bare copper 


wires, stranded and cotton-wrapped, 
covered by a 40% highest quality rub- 
ber insulation. The two conductors 


“Cured in Lead” 











WwW 





are twisted with strong textile fillers 
and accordingly add greatly to the ten- 
sile strength. The outer belt is of a 
60% high grade rubber-“Lead Cured.” 


| Dreadnaught cord is 
| especially recom- 


mended for use with 
all power-driven tools 
and equipment which 
are either stationary 
or portable. 


The use of Dread- 
naught cords and ca- 
bles practically elim- 
inates repairs and re- 
placements and will 
deliver current con- 
tinuously, no matter 
how tough the job. 


Dreadnaught is fool- 


proof and kinkproof—give it a tough 
job and it will deliver 100%. There 
is a size to fit all needs. 


PARANITE WIRE & CABLE CORP. 





DETROIT, 


—s—Frirs PARANITE 


JONESBORO, INDIANA 


Division of 


ESSEX WIRE CORPORATION 


MICHIGAN 
iT’S RIGHT™~ 
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Personnel of Commodity Committees 


Announced by NEWA 


Apparatus 
H. J. Baitinger, Chairman 


Baltinger Biectrse ASO. 6.00 665.0 ods bree See er WOU ee New York 
J. H. Gleason 

ee de eb ey eee ee ne Chicago 
G. H. Miller 

Westinghouse Electric Supply Co............-.eee0. St. Louis 


Armored Conductor 
F. R. Eiseman, Chairman 


BeeWere TACOPIG Woes... S 5.0 hn.s 0a soos eee hs 5s ovine scot Chicago 
H. J. Baitinger 
baitingwar TROCGEIe Gis kinisis cacne deans taeeek 940 30 e New York 
Geo. Hessler 
Graytar WisctHe Cokosc... 0 cessenss dee ssicccsos es eee” Ue 


Conduit 


B. T. Hare, Chairman 


Raeawee GPO 80.6 oni:khn sas sek sene sk esesenas Philadelphia 
V. H. Bechtold 

pom City Bietehe 100. os onic dew iecce pecs seesiew vents Pittsburgh 

D. L. Fife 

pte ge ea tae |" | a 6. ee a re eras Detroit 
W. J. Kranzer 

Crannell, Nugent & Kranzer.......ccssccsccccssseee New York 
M. Newton 

PN Whig o's 5 oso soa ce bes beeGes sas esawee Holyoke 


Conduit Fittings and Outlet Boxes 
M. W. Nichols, Chairman 


PE EERE SOD d is os.60 soko s cess b ewes dsb saeeet eee Dayton 
August Kubec 

ee be Se a ee Chicago 
H. I. Sackett 

ee; Ey ERO ON OO: sc csss ces sasinesesecriesienee Buffalo 


Fan Motors 
W. J. Kranzer, Chairman 


Crannell, Nugent @& Braneer.... .vcccccsvvcccssssecce. New York 
P. W. Greene 
DERE Babee TEEPE CO ib k.o 00 bio 54 ¥o.5ivs ceed eeeened Chicago 
M. Moock 
Moock Msctrit GEawly (0)... 6<s02<s5 0 scs.cvadsabao vanes Canton 
W. L. Perry 
Perry Mann WieeGriel 000 66.6 oc ce o.cascee ss cceasenseone Columbia 
P. Stern 
Enteratate Westie TOO is iicvcco sn bcassasceeeeeee New Orleans 


Flashlights and Batteries 
C. B. Nelson, Chairman 


Nelson Mlechric Bupa CO. ... 6. cssccanxcs cabs atennsaeese Tulsa 
L. W. Korsmeyer 
ee ee ee Lincoln 
A. H. Luebbe 
General Blectric Supply Corp. .....665405 008s e00e0 cae'e Chicago 
M. W. Nichols 
PAO ROIS  BUACCKTEP RIG keisens ssener yee neeeesee hewn Dayton 


*Heating and Motor Driven Devices 
L. E. Latham, Chairman 


7D. 33. TimtO BG ve isos 60655506 05.0906s cake eee eee ae 
R. J. Brown 
General Blectric Supply Corp.........0ccccvesccces Bridgeport 
J. W. Coghlin 
CEI Stee 8 Ss oko occas ene ee es vee sew nece Worcester 
H. M. Gansman 
Westinghouse Electric Supply Co..................New York 
K. S. Gorke 
Pe. J SHORE TORRE. «vob dicinccrsscnccsseeswes seen ee Syracuse 
Herbert Metz 
eh eb ne err ae New York 
H. I. Sackett 
aa, Ty SERPROTE Tee COO ok oes cn bas osuiche ch eeeeeeen Buffalo 
G. S. Steiner 
Gee TEIN Ain os os 5 oko RRR GS 5 hse o 4K ROSS Chicago 
P. S. Van Bloem 
Vibiie Peemaet’ Conia ooo oe enetadeskoesbossecs New York 


Industrial and Commercial Lighting 
E. A. Hawkins, Chairman 


ERG ORE TOOTS OOS. ss Sikes tnheaekw as Pewee sccson New York 
J. S. Baker 
Sacandaga Electric Supply Co.................. Fort Edward 
W. G. Thomas 
BEA = Pp wer BUG iis 6 bo Koo 50485505 cb osb seen cee Charlotte 


*Note: This committee may operate in sections on heating devices, 
vacuum cleaners, and washers and troners. 


Inside Construction Materials 
Robert Beller, Chairman 


BCLIOE Mlcetyr ic BeAr ek. 6065 M6628 0d eu ns Pee o ccnles Newark 
H.C. Calahan 

General Electric Supply Coip........cecccecesseees NOW LOFK 
K. S. Gorke 

BEF GOR SOBRE co eiv'nns da nceke ra hs 60 + bee Syracuse 
H. D. Roseth 

Co-@np: Mloctric Bang 10. &. nics kes ccc scincevscecats Chicago 

V. Wick 
Lindley Miectri¢ SApply CGicc. once ccinccccscocce Philadelphia 


Lamps 
S. Rosenthal, Chairman 


Hyland Miactric BUpply-Co.. o. ksick cco vs cide ew veges es Chicago 
FE. J. Coyle 
TORENT ane Os Sek oni 0h 05405 £65 550 e obo e8 Philadelphia 
>. A. Hawkins 
SPR GUOR TOCLIAS CO iis des tate ica nnkeesdeasens New York 
H. I. Sackett 
EL. ET: OCR ECE Care OO. cs xs 66 vive 0 os Sees Buffalo 
R. Beller 
Delier Miectrical Sapply Ces. s66i00sacesauweee ea eevns Newark 


Pole Line Hardware 
H. B. Tompkins, Chairman 


General Hlectric Supply Corn........icccsacvecsves Bridgeport 
H. W. Allen 
AUien: TGCtTIC COs <6 o:50:600s vis o-0 ee RE ae eee Cleveland 
George Hessler 
Grayuat Miscbric Co... <cwsedesciscws seee ewes an teeee New York 
Walter Williamson 
Westinghouse Electric Supply Co...................New York 


Radio and Tubes 


E. Greenfield, Chairman 


Greenfield Electrical Supply Corp...........0-e.eeee. Brooklyn 
E. W. Getke 

Metropolitan Electrical Supply Co............ceeee0- Chicago 
L. E. Latham 

BB Epi a Te Gin 06.5.035 ie hkds 1s See ne Ce ee 
D. H. O’Brien 

SRR aN ETI MLO) ov i diclees CUS iw was eweec ee eas New York 

H. E. Rasmussen 

Peertees Miectric SUPPLY CO. os cisic cick hoe ks Indianapolis 

Refrigeration 
E. M. Graham, Chairman 

National Hiectrical Supply Co... ...ccdsicecvecss Washington 
J. H. Fisher 

Westinghouse Electric Supply Co............... Philadelphia 
R. A. Riley 

ogg i Og IN eee el a ene rar Dallas 
H. O. Smith 

PARCAWELO Ee BUD OILS CO, 505505 occ 5 8Vs Fe eEs wee teed ses Akron 


Ventilating and Air Conditioning Equipment 


E. M. Graham, Chairman 


National Diectrical Supply Co... ssc 66.6 0idc sede ces Washington 
F. R. Elliott 

BUURIOCO+ELOW Ie BCCEPICAT CO. . oi5 50.56 ossic econ s one Philadelphia 
Karr Parker 

po a ee ee ere Sere re Buffalo 
W. F. Perry 

Doubleday-F0ill Miaetrie Ci isivc sincss 0h. See aere vc Washington 


Wires and Cables 


Walter Williamson, Chairman 


Westinghouse Electric Supply Co.................. New York 
J. H. Gleason 

LTE SMO ON Ne FOO i vc 5 6 656 4a 65s oe Cage hase eed eeas Chicago 
W. J. Kranzer 

Crammell, Wament & Temmee ex onis soo ic ce cecessscens New York 

C. H. McCullough 

Me eS ee ee Pittsburgh 
G. H. Wahn 

ROG. We RE RIO i iki ve es eee aleny cas aca ete ee eres Boston 


Miscellaneous Resale Merchandise 
F. R. Eiseman, Chairman 


meawmere  MiSttrie GG. os osccs reece reek eae cd ees Rene ees tek Chicago 
Joseph Kurzon 

COMED TRIO R A a 5 .<5 5d tc Vi tae 808% bie nee es New York 
A. S. Greenfield 

Greenfield Electrical Supply Corp............-...0.. Brooklyn 
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DREADNAUGHT 


pe S” & "SJ" 


PORTABLE CORDS AND CABLES 


READNAUGHT cable meets 
the demand for a heavy duty 
flexible cable which.will give a longer 
and more Satisfactory life on the job. 


The extreme flexibil- 
ity of Dreadnaught is 
secured by the high 
grade rubber and very 
fine wires uSed in its 
construction. There 
is no braid on Dread- 
naught to absorb dirt, 
grease, lint, etc., and 
it will not kink or 
tangle at any time. 


The copper conduc- 
tors of Dreadnaught 
cable vary in number 
according to the size 
of the cord; however, 
all conductors are of 
flexible bare copper 


wires, stranded and cotton-wrapped, 
covered by a 40% highest quality rub- 
ber insulation. The two conductors 


“Cured in Lead” 











WwW 





are twisted with strong textile fillers 
and accordingly add greatly to the ten- 
sile strength. The outer belt is of a 
60% high grade rubber-“Lead Cured.” 


| Dreadnaught cord is 


especially recom- 
mended for use with 
all power-driven tools 
and equipment which 
are either stationary 
or portable. 


The use of Dread- 
naught cords and ca- 
bles practically elim- 
inates repairs and re- 
placements and will 
deliver current con- 


' tinuously, no matter 


how tough the job. 


Dreadnaught is fool- 


proof and kinkproof—give it a tough 
job and it will deliver 100%. There 
is a size to fit all needs. 


PARANITE WIRE & CABLE CORP. 





DETROIT, 


JONESBORO, INDIANA 


Division of 


ESSEX WIRE CORPORATION 
MICHIGAN 





—s—F ITs PARANITE irs RicuTr” 
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Radio Code Authority Names 
Local District Agencies 


FFICIAL confirmation of appoint- 

ments to the Divisional Code Au- 
thority for the Radio Wholesaling 
Trade has been announced by NRA. 
The members of the Authority are: 

Chairman, Benjamin Gross, Gross 
Sales Inc., New York. 

Vice-chairman, James Aitken, Aitken 
Radio Corp., Toledo. 

Executive secretary, H. G. Erstrom, 
Radio Wholesalers Association, Chi- 
cago. 

Treasurer, Lawrence Lucker, Lucker 
Sales Co., Minneapolis. 

Members of RWA: David M. Trill- 
ing, Trilling & Montague, Philadelphia ; 
Francis E. Stern, Stern & Co., Hart- 
ford; Harold Wrape, Benwood-Linze 
Co., St. Louis; Al Meyers, Leo J. Mey- 
berg Co., San Francisco; A. C. Mar- 
quardt, Stewart Warner Sales Co., 
Boston. 

Non-members of RWA: E. A. Em- 
erich, Parks & Hull Automotive Co., 
Baltimore; W. F. O’Connor, Southern 
Wholesalers, Inc., Washington; D. H. 
O’Brien, Graybar Electric Co., New 
York. 

At a meeting of the Code Authority, 
held in Washington on May 18, 26 Lo- 
cal District Agencies, who had been 
nominated by the members of the trade 
in their trading areas, were officially 
appointed. These District Agencies, 
which are virtually Local Code Author- 
ities, are as follows: 

Boston—Allan Steinert, Eastern Ra- 
dio Co., chairman; William Kaiser, 
General Electric Supply Corp.; Dave 
Rockman, George Collins Co.; A. Ull- 
man, Northeastern Radio Co.; Thomas 
Burke, J. H. Burke Co. 

Subdivision (a)—Portland, Me., 
Harry Tozier, James Bailey Co., 
chairman; Frank M. Brown, Frank M. 
Brown Co. 

Hartford—Pete Carr, Post & Lester, 
chairman; Thomas J. O’Brien, Hart- 
ford Electric Supply Co.; Larry Adams, 
Keller Distributing Co. 

Subdivision (a)—B. H. 
Springfield, Mass. 

Subdivision (b)—Mr. Ramsey, Ver- 
mont Hardware Co., Burlington, Vt. 

New Haven—R. Mailhouse, Plymouth 
Electric Co., New Haven, chairman; 
Charles D’Elia, D’Elia Electric Co., 
Bridgeport. 

New York City—D. F. Goldman, 
North American Radio Corp., chair- 
man; M. Salzman, Wholesale Radio 
Equipment; R. Keator, Bushwick Mc- 
Philben Co.; T. O’Loughlin, Philco 
Radio & Television Co.; E. A. Wilder- 


Spinney, 


muth, E. A. Wildermuth Co.; C. Son- 
field, Bruno-New York Co.; R. H. Mc- 
Mann, R. H. McMann, Inc.; B. D. 
Colen, Majestic-New York, Inc. 

Newark—B. J. Oppenheim, B. & O. 
Radio, chairman; Earl Pullen, Philco 
Radio & Television Co.; Dave Slobodin, 
Apollo Radio Co.; Robert Downing, 
E. B. Latham Co.; Max Krich, Radio 
Distributing Co.; Frank Durkin, Gen- 
eral Electric Supply Corp. 

Trenton—J. Harry Hearnen, Hearnen, 
Inc., chairman; Herman _ Fineburg, 
United Tire Stores Co.; Harry R. 
Stover, Warren-Balderston Co.; Al 
Riley, Westinghouse Electric Supply 
Co. 

Philadelphia—Raymond Rosen, Ray- 
mond Rosen Co., chairman; James 
Pierce, Pierce Phelps Co.; Louis Buehn, 
Louis Buehn Co.; Frank R. Elliott, El- 
liott-Lewis Electrical Co. 

Providence—R. U. Lynch, Post & 
Lester, chairman. 

Pittsburgh—Ludwig Hommel, Lud- 
wig Hommel & Co., chairman; C. R. 
Rogers, C. R. Rogers Co.; Harold W. 
Goldstein, Anchor Lite Appliance Co.; 
Wallace Russell, Houston-Starr Co. 

Buffalo—H. C. Rice, C. Kurtzmann 
Co., chairman; H. B. Alderman, H. B. 
Alderman, Inc.; E. D. Ball, Joseph 
Strauss Co.; S. J. Levy, W. Bergman 
Co.; H. P. Fillmore, New York Talk- 
ing Machine Co. 

Atlanta—W. D. V. Hopkins, Hopkins 
Equipment Co., chairman; Herndon 
Thomas, Beck & Gregg Hardware Co. ; 
Harry Lever, Capital Electric Co.; M. 
\W. Edwards, Dixie Radio Distributors , 
G. T. Tuten, Tuten & Long. 

Richmond—H. R. Perkinson, Tower- 
Binford Electric & Mfg. Co., chairman, 
and L. S. Hodges, Kirkmeyer Electric 
Co., Richmond; J. F. Crutchfield, Gen- 
eral Electric Supply Corp., Raleigh; 
Sam Goodman, Woodhouse Electric Co., 
Norfolk; E. C. White, Carolina Auto 
Supply Co., and A. K. Sutton, A. K. 
Sutton Co., Charlotte, N. C. 

Cleveland—R. H. Bechtol, Cleveland 
Ignition Co., chairman; Lou Bloom, B. 
W. Smith, Inc.; Tyler Carlisle, Strong, 
Carlisle & Hammond; J. Q. Herron, the 
M. & M. Co.; R. J. Lewis, General 
Electric Supply Corp. 

Louisville—George Buechel, the Sut- 
cliffe Co., chairman; N. P. Bloom, Ad- 
ler Mfg. Co., J. Johnson, Cooper-Louis- 
ville Co.; Tom French, Peaslee-Gaul- 
bert Co.; J. G. Williams, Harbison- 
Gathright Co. 

Cincinnati—Harry Knodel, Harten- 
Knodel Distributing Co., chairman; Eu- 


gene Zachman, Cincinnati Radio Corp. ; 
Leonard Kellog, Crosley Distributing 
Corp.; Albert Wenstrup, Tri-State Ig- 
nition Co, 

Indianapolis— Adolf Wagner, Wagner 
Radio Co., chairman; W. C. Griffith, 
Griffith Distributing Co.; R. L. Brown, 
Westinghouse Electric Supply Co.; E. 
M. Gass, Gibson Co. 

Detroit—D. W. Burke, Radio Dis- 
tributing Co., chairman. 

Chicago—Harry Alter, Harry Alter 
Co., chairman; C. B. Mason, Jr., Chi- 
cago Talking Machine Co.; G. Milling- 
ton, General Electric Supply Corp.; J. 
H. Carmine, Philco Radio & Television 
Co.; W. C. Braun, Pioneer Automotive 
Supply Co., C. S. Tay, Crosley Distrib- 
uting Co.; Ross Howard, Zenith Dis- 
tributing Co. 

Kansas City—J. G. Suor, Moser & 
Suor, chairman; F. M. Bernardin, Gen- 
eral Electric Supply Corp.; Carl Clink- 
enbeard, Kansas City Philco Co.; E. j. 
Goetz, Midwest Grunow Co.; H. W. 
Falls, Richards & Conover. 

Oklahoma City—W. E. Titus, Radio 
Corp., chairman; Geo. Conover, Rich- 
ards Conover Hardware Co.; H. A. 
Bernard, Brown Electric Co.; E. L. 
Bozarth, Hughes Bozarth Anderson Co. 

Milwaukee—Michael Ert, Michael 
Ert, Inc., chairman; F. W. Greusel, 
Mauer & Greusel Co.; A. Van Ant- 
werpen, Radio Specialty Co.; John Tay- 
lor, Taylor Electric Co. 

Omaha—M. S. Livingston, Auto 
Equipment Co., chairman, and H. C. 
Noll, H. C. Noll Co., Omaha; George 
Proudfit, Proudfit Co., Lincoln. 

Des Moines—A. A. Schneiderhahn, 
A. A. Schneiderhahn Co., chairman; 
Wm. Metz, Wm. Metz Co., and Wm. 
Wissler, Herring-Wissler Co., Des 
Moines; G. J. Timmermann, Midwest- 
Timmermann Co., Dubuque. 

Los Angeles—B. S. Manuel, Westing- 
house Electric Supply Co., chairman; 
A. M. Hirsch, Radio Television Sup- 
ply Co.; H. R. Zenker, Leo J. Meyberg 
Co.; Sam L. Hall, Electric Supplies 
Distributing Co. 

San Francisco—H. E. Lapkin, Coast 
Radio Supply Co., chairman; J. Etienne, 
Chansler & Lyons Co.; Fred Todt, 
Electric Supply Co., and E. G. Sues, 
Leo J. Meyberg Co., San Francisco; 
Walter Wisemann, James S. Remick 
Co., Sacramento. 

Portland—R. F. Megee, Harper- 
Megee Co., chairman; C. H. McCallam, 
Northwest Philco Distributing Co., and 
Harry Byrne, Sr., North Coast Elec- 
tric Co., Seattle; C. R. Bach, Westing- 
house Electric Supply Co.; S. W. Pe- 
terson, Stubbs Electric Co., and Don 
Slocum, F. B. Connelly Co., Portland ; 
Morris H. Willis, Spokane Radio Co.; 
Ray Gerlach, Jensen Byrd Co., and 
Harry Rogers, General Electric Supply 
Corp., Spokane. 
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NEW BUILDING 


@ Economy and progressiveness demand a simplifica- 
tion of today's switch problem—the 1311 Line of P&S 
Despard switches has been designed for just this pur- 
pose—to present an unusually wide range of usefulness. 


@ Not two or three types of switches for different 
installations, but one type of switch for most purposes. 


@ An all Bakelite, Type "'C" switch that can be in- 


stalled as economically in new building work as the old 
porcelain cup switch. 1\(@)3) = R N ZAI ON 
@ A flexible switch that can be assembled with other | : 


P&S Despard wiring devices right on the job—that's 
where it shines for modernization work. 


@ And for specification work—that's "right up its 
alley""—the way the totally-enclosed, arc-snuffing mech- 
anism "can take it'' is just nobody's business—and it's 
available in both standard and lock types, too. 


@ And speaking of maintenance, end the annoyance S p F C F ICATIO N 


of constant switch burn-outs. Replace with the switch 
especially designed to meet today's Type "'C" lamp load 
requirements. 


@ Write for your copy of MODERN MAGIC—t will 


interest you. 


PASS & SEYMOUR, INC. 
SOLVAY STATION SYRACUSE, N. Y. 


PéS-DESPARD LINE 
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NRA Manual Explains Provisions 
of General Wholesaling Code 
(Continued from page 13) 
permits wholesalers to sell to their own 
employees for the employee’s own per- 
sonal use. There are no restrictions 
upon the prices at which such sales 

may be made.” 

Article VIII — Differentials. ‘The 
purpose of this Section is to make it 
possible to protect to some degree the 
wholesaler and the independent retailer 
against uneconomical prices allowed by 
manufacturers to large or influential 
buyers. This provision is based on the 
principle that differentials between buy- 
ers from the same manufacturer should 
be based upon three factors instead of 
upon only two as has been the prev- 
alent custom. It assumes that such dif- 
ferentials should be established upon 
(1) the distributive functions _per- 
formed and services rendered by dif- 
ferent buyers as well as upon (2) the 
quantity purchases and (3) the bar- 
gaining power of the buyer. Hitherto 
it has been the general practice to vary 
prices as between buyers in accordance 
with the quantity sold to each purchaser 
and with the buying power of each cus- 
tomer. The price differentials estab- 
lished on this basis are often out of all 
proportion to the savings actually en- 
joyed by the seller by reason of the in- 
creased quantity handled. 

“While this provision retains the 
quantity discount as an integral part of 
the manufacturers’ price structure, it 
stimulates the use of.a system of dis- 
counts based on the functions performed 
and services rendered in distribution by 
different types of concerns purchasing 
from the manufacturer. Certain jobs 


must be done during the movement of 
goods from the manufacturer to the 
stockroom of the retailer. This Sec- 
tion is designed to stimulate the estab- 
lishment of differentials between dif- 
ferent types of firms engaged in per- 
forming one or more of these jobs in 
accordance with the number of such 
jobs each type performs and the ex- 
tent to which it performs them.” 

Complaints. The general procedure 
to be followed in handling complaints 
of Code violations is explained in a sep- 
arate section of the manual which states 
that: “Complaints under the General 
Code and all Supplemental Codes will 
be handled by the state directors of 
the National Emergency Council until 
the General Code Authority and the 
several Divisional Code Authorities 
have set up committees properly organ- 
ized for handling them and authorized 
by the NRA to handle them.” 


Assessments. Several pages are de- 
voted to questions and answers pertain- 
ing to types of codes, code authority or- 
ganization and powers of code authori- 
ties. Some of these clarify the ques- 
tion of overlapping Divisional Codes: 

“Who determines the basis upon 
which the expenses of operating the 
General and Divisional Codes shall be 
assessed upon the members? 

“The General Code Authority sub- 
ject to the disapproval of the Adminis- 
trator determines how the expenses of 
administering the General Code shall be 
assessed. The General Code Authority 
informs each Divisional Code Authority 
of the amounts due from its members to 
the General Code Authority. It is then 
the duty of the Divisional Code Au- 
thority to collect the money and trans- 
mit it to the General Code Authority. 








New Wholesale Manager at Eoff Electric: 


Salem, Ore., took over the electrical department of the Building Supply Co. of 


that city. 


Some time ago Eoff Electric, Inc., 


Along with it came E. F. Von Eschen, who is now manager of 


Eoff's wholesale department. At the left is: Hugh Kay, salesman, followed by 
E. C. Brown, Hoover salesman; Walter I. Bayheyt, shipping clerk; E. F. Von 
Eschen; Mrs. H. L. Liedstrom, secretary; Chet Hemenway, salesman, and Asel 


Eoff, president. 


The General Code Authority may de- 
termine the fiscal periods during which 
such collections shall be made. 

“Subject to the disapproval of the 
Administrator each Divisional Code 
Authority may assess upon and collect 
from the members of its division its ex- 
penses. 

“What basis will be regarded as fair 
upon which to make such assessments ? 
“The code suggests the following: 
(a) Volume of sales of a member. 

(b) The number of flivisions in 
which a member operates. 

(c) His relative volume in each di- 
vision, 

“Suppose two Divisional Code Au- 
thorities get into an argument as to 
which controls the sales of a certain 
item or the operations of a certain firm? 
What should they do about it? 

“The matter should be referred to the 
General Code Authority which, to- 
gether with the Administrator, should 
decide it. 

“Suppose a firm operates in several 
divisions, who should determine the de- 
tails of the control of its operations? 

“This also should be referred to the 
General Code Authority. The firm may 
appeal direct to the General Code Au- 
thority or through one or more of the 
Divisional Code Authorities to whose 
Supplemental Codes it is subject.” 

Interpretations. Four appendices com- 
plete the bulletin. They contain sug- 
gested by-laws for Code Authorities, a 
list of State NRA Compliance Direc- 
tors, a proposed form for supplemental 
codes, form of letters of assent and com- 
pliance and several interpretations of 
the General Code which have received 
official approval. Two of these in- 
terpretations are of special interest. 

“In certain instances wholesalers 
have allowed their better customers to 
take unearned discounts after the dis- 
count period, although they do not per- 
mit this practice in all instances. Is 
this permissible ? 

“Interpretation: A wholesaler shall 
not allow his customers to take un- 
earned cash discounts unless it is the 
wholesalers announced and public pol- 
icy to allow such unearned cash dis- 
counts to be taken. 

“In certain cases where a wholesaler 
cannot fill all of a customer’s order, he 
will prepay the transportation charges 
on the remainder of the order when 
shipped to certain of his good custom- 
ers, but not to all. Is this practice per- 
missible ? 

“Interpretation: A wholesaler shall 
not prepay transportation charges on 
short shipments to a few of his custom- 
ers where he does not prepay such 
charges on short shipments to all of his 
customers unless this practice of pre- 
paying charges on short shipments to a 
few of his customers is generally known 
to all the wholesaler’s customers.” 
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Dispenser shows 
e other two sides 
d 35c packages. 
is made of steel 
lor easy access to all 
ell balanced assort- 
s less than 1 square 
nter space and is 
ithographed in three 
anding colors. 


Ben hea MBO PACKAGE 

10 standard No. 8 
economical way for 
h, electrical contract- 
industrial users to 
Friction Tape where 
lly cartoned Tape is 
not required. 









IGGER TAPE 




























ROFITS 


Modern selling demanded a new way of display- 


ing Friction Tape. 


DUTCH BRAND, in keeping with its progressive 
policies, created and introduced the revolving 
counter display illustrated here. It is the answer to 
your question,“How can we sell more Friction Tape?” 


Actual tests have proved that dealers can increase 

their retail sales anywhere from 50% to well over 

100% with this new Dispenser. Imagine what this 

means in increased annual profits to yourselves 

and to your dealers! Besides, it assures you of the 
re-order business of the dealer. 


Jobbers’ salesmen know the advantage of good 


display. They have thus far sold thousands of these 
Dispensers because they can sincerely recommend 
them to their dealers as a means of increasing 
Tape profits. Are you benefiting from this modern 
sales opportunity? 


World Wide Distribution Through Jobbing Channels 


VAN CLEEF BROS Established 
° 1910 
Manufacturers Friction and Rubber Tapes and Soldering Paste 
Woodlawn Ave., 77th to 78th Streets, Chicago, U. S. A. 


















DUTCH BRAND 
RUBBER INSULAT- 
ING TAPE 






DUTCH BRAND 
PASTE 
a ae Fuses instantly without 
non-corrosive. Cleans heat. Molds into “ ; 
as it works. Holds sole solid hapa E 


s-t-r-e-t-c-h-e-s > 
der fast. m pod ag = breaking because it 


contains more live, 
new rubber. 
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See the DUTCH BRAND EXHIBIT cf A CENTURY of PROGRESS- CHICAGO-1934 
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SPEED is the order of the day—even in electri- 
cal wiring. So Steel and Tubes, Inc., mechanized 
the new ELECTRUNITE STEELTUBES by 
rolling thousands of little helpers on the inside 
surface of every length—tiny round knobs that 
lift cable away from the wall of the conduit 
and cut down friction. 

The idea was revolutionary, but tests quickly 
proved the fallacy of the old idea that conduit 
must have a smooth raceway. And the tests 
showed that, because friction was reduced as 
much as 30%, far less ef- 
fort and time were required 
to push or pull cable. 

But this threadless rigid 
conduit has other modern 
features that cause electri- 








batent applied for 


The old premise that the inside of conduit should 
be as smooth as possible has been proved wrong. 
The cable in smooth finish conduit makes contact 
throughout the entire length, results in high friction, 
and requires more effort to pull cable through. Elec- 
trunite Steeltubes Conduit with the knurled inside 
finish showed by actual test a saving of 30 per cent 
in the effort required to pull cable through. The cable 
rides the tops of the tiny knobs instead of making 
contact the entire length. 


cal contractors to look upon it with favor 
and bring increased profits to the supply house 
selling it. It requires no threading—just simple 
fittings slipped over the end and tightened. 
Yet it affords full electrical and mechanical 
protection and is approved by the National 
Electrical Code and for Government work. It 
may be used for open and concealed work 
(except in cinder fill), for service conductors 
on exterior building walls and entering build- 
ings, for voltages up to 600, and with con- 
ductors up to No. 4. 

Supply houses looking for profitable lines 
will find ELECTRUNITE STEELTUBES a “nat- 
ural.” Write us for a sample—show it to some 
of your contractor customers—then let us talk 


to you about it. Mutual benefits will result. 


Electrunite Steeltubes Conduit with the 
new knurled inside surface is available 
in 6", \%" and 1” sizes. 
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Latest Code Developments 





Contractors’ Code Applies to 
New Industrial Work 


Further provisions of the Electrical 
Contracting Supplement to the Con- 
struction Industry Code, in addition to 
those reported in ELEcTRICAL WHOLE- 
SALING last month, include the follow- 
ing: 

“The Code does not apply to the 
maintaining, servicing or repairing of 
existing installation of electric wiring, 
devices or equipment, or the moving 
and relocating of equipment within a 
plant or property, performed by an 
owner or tenant (not for hire), indi- 
vidually or with his permanent em- 
ployee or employees for electrical main- 
tenance work within his own property. 
The Code does apply, however, to the 
installation of all new electrical work 
not elsewhere excluded. 

“The term ‘permanent employee’ is 
defined as an employee who is regu- 
larly and continuously employed, or who 
has been so employed by any such 
owner or tenant within such owner’s 
or tenant’s own plant or property for 
a period of not less than six months.” 

Quoting or selling below cost is pro- 
hibited. “Cost” is defined to include 
labor, materials, job expense including 
fees and insurance and overhead ex- 
pense including depreciation, interest on 
investment and selling expense. 

Electrical contractors also engaged 
in wholesaling, manufacturing or other 
businesses are to conduct their contract- 
ing business separately with such sep- 
arate records and accounting as will 
enable them to operate in accordance 
with the provisions of the Electrical 
Contracting Code which became effec- 
tive April 30. 

Vv 


Distribution of Code Blue Eagles 


Effective at once, distribution to em- 
ployers of Blue Eagles signifying com- 
pliance with the code approved for 
their industry or trade will be taken 
over by their respective Code Authori- 
ties, according to an NRA bulletin dated 
May 20. In areas where Code Authori- 
ties are not organized through a local 
agency to make the distribution, NRA 
will issue the insignia to all employers 
except those determined to be violators 
of a code provision, or against whom 
complaints have been certified by Code 
Authorities. 

Once issued, Blue Eagles will be 
withdrawn only by the Administrator, 
acting on recommendation of the Na- 
tional Compliance Board. In addition 
to withdrawal for any violation of the 


labor or fair trade practice provisions 
of a code, the insignia will be recalled 
for non-payment of assessments where 
the Code Authority’s budget and assess- 
ment plan has been approved by the Ad- 
ministrator. 


It is emphasized however that in 
cases where the payment would work a 
hardship, such employers will be en- 
titled to an exemption from assessment. 

In all cases where the assessment has 
been approved, the members of the in- 
dustry or trade will have 30 days after 
notice to make payment. Thereafter he 
will be considered a violator subject to 
loss of his Eagle, unless his protest 
against the collection was filed with the 
Code Authority within 15 days after the 
notice. 


v 


Guaranteed Income Proposed 
for Commission Salesmen 

An opportunity was given by the 
National Recovery Administration on 
May 24 for “outside salesmen” to pre- 
sent at a public hearing in the Auditor- 
ium of the Department of Commerce 
evidence to support their contention that 
the wage provisions of the retail, whole- 
saling and other codes should be revised 
so as to make them applicable to the 
traveling salesmen as well as to salaried 
employes. In all but a few codes sales- 
men of this type have been “excepted” 
from the hour and wage provisions. 

Since the making of the codes began 
the question of what to do with the 
outside salesmen has been puzzling and 
in a great majority of codes he is men- 
tioned only in that clause in which “ex- 
ceptions” of those to whom the hour 
and wage provisions is noted. In only 
a few, notably the motor vehicle code, 
has provision been made for this class 
of employe. In that code he is guaran- 
teed a drawing account ranging from 
$10 in towns of less than 2,500 popula- 
tion, to $17.50 in cities of more than 
500,000. 

In preparing codes the representa- 
tives of most industrial and trade groups 
have persistently opposed proposals to 
have the wage provisions apply to the 
outside salesmen on the grounds that 
the control of that class of labor is 
almost impossible and that a_ result 
would be a reduction instead of an in- 
crease in employment. 

How many men would be affected by 
the proposed change in the wage pro- 
visions is little better than a guess. 
The Order of United Commercial Trav- 
elers claim a membership of 400,000. 
It is the oldest of the national organiza- 








At New York Electrical Outing: At the 
left is E. A. McGrath, Graybar Electric 
Co., Mount Vernon, N. Y.; S. D. Good- 
man, Royal Eastern Electrical Supply 
Co., New York City; R. J. Duffy, Gray- 
bar Electric Co., Mount Vernon, N. Y., 
and John Ora, Electrical Wholesaling, 
one of the foursomes at the annual out- 
ing of the Electrical Association of New 
York. 





tions. It is claimed by the officials of 
that and other groups that the total 
number of outside salesmen who would 
be affected is at least 1,000,000. 

The NEWA was among those filing 
briefs in opposition to the proposed 
change. 


v 


Strong Differential Clause in 
Wholesale Dry Goods Code 


The Supplementary Code of Fair 
Competition for the Wholesale Dry 
Goods Trade was approved on May 14. 
Trade practices which are prohibited 
include free deliveries beyond a metro- 
politan area, consignments, rebates and 
allowances unless available to all cus- 
tomers, extension of terms of payment 
in excess of those approved by the Code 
Authority and sale of merchandise at a 
price less than a price which includes 
net invoice purchase price plus incom- 
ing transportation costs. 

The “Differential” clause of the Gen- 
eral Wholesaling Code is strengthened 
by a provision prohibiting a wholesaler 
from selling at a lower price than that 
provided for under approved manufac- 
turers’ schedules. 


v 


Code Assessments Announced 
for Automotive Wholesalers 
The assessments for the support of 

the National Code Authority of the 

Wholesale Automotive Trade as ap- 

proved by NRA, has been set at 20 

cents per year per thousand dollars of 

annual sales, with a minimum of $5. 

District Agencies may levy an addi- 

tional assessment up to 25 cents per 

thousand to cover the first six months 
of 1933, but the minimum assessment 
to any individual wholesaler shall be $5. 
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ARROW 
Safety 
Starting 
Switches 


for 
MOTOR ena LIGHTING CIRCUITS 


for MOTOR and LIGHTING CIRCUITS 







This book presents a line for your customers — Included are Enclosed Switches, Magnetic Motor Starters, 
comprising those types and ratings of Safety Switches for Push Button Master Switches, Magnetic Contactors, 
which they have a ready market . . . The line is built Resettable Thermal Switches, Manual Motor Starters, 
on an ening —— wl 44 years of wes acon Small Motor saa — — COUPON for full 
making. presentation. 


Arrow E ELEGTRIG DrvisIon 


THE ARROW-HART & =LEG' Lhd CO. HARTFORD, CONN. 
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NRA Issues Instructions for As- 
sessments by Code Authorities 

General Johnson has forwarded to 
all code authorities instructions and 
suggestions for the preparation of 
budgets and the determination of bases 
on which contributions toward the 
expense of code administration will be 
collected. 

The funds collected are to be re- 
garded as trust funds the Administrator 
has emphasized and in order that the 
assessments will be equitable and that 
the possibility of racketeering or ex- 
travagance will be eliminated, each 
code authority is required to submit for 
prior approval of the Administrator a 
budget and plan of assessment. 

Industry members of code authori- 
ties are not salaried but the executive 
staffs of the authorities will be paid 
and their salaries as well as ordinary 
office expenses are to be provided for 
in the budgets. 

Various suggestions as to equitable 
basis of contributions are made in the 
Administrator’s letter. The retail code, 
for example, provides as a basis that 
each employer shall contribute accord- 
ing to the number of his employees 
since that is an accurate gauge of the 
size of his establishment. 


Another basis of reckoning is the 
number of unit sales. This is most 
practicable where the commodities or 
manufactured units are reasonably uni- 
form in quality and hence in price. A 
third suggestion is to use as a basis the 
dollar volume of sales. This will apply 
to probably more industries than any 
other. 

v 


"'Going-Out-of-Business" Sales 
Must Be Bona Fide 

Retailers who advertise a “Going- 
Out-of-Business” sale and then add to 
the stock on hand newly acquired mer- 
chandise will be regarded in the future 
as violators of the code of fair competi- 
tion for the retail trade, according to 
an interpretation of the code by Deputy 
Administrator Dameron. 


This decision followed the receipt of 
reports by NRA that some retailers, 
not being content to dispose of mer- 
chandise on hand at emergency sales, 
had taken advantage of them to in- 
crease their profits by the offering of 
newly acquired stock. 

The retail code contains the standard 
provision on “Advertising and Selling 
Methods” in which it is stated that “no 
retailer shall use advertising and/or 
selling methods which tend to mislead 
or deceive the customer.”” The interpre- 
tation is that “it shall be considered as 
false, inaccurate and misleading adver- 
tising and a violation of the code for 
any retailer to advertise a sale as a 


closing-out sale, a going-out-of-business 
sale, a bankrupt and/or receivers sale 
or any sale of a like nature without 
disclosing, if such be the fact, that 
additional merchandise, except such as 
may be in transit, on order, or under 
firm contract, is added to the stock of 
merchandise on hand at the beginning 
of such sale.” 
v 


Kansas City Refrigerator Dealers 
Adopt Local Code 


Not an NRA code, but a local code 
of business practice has been prepared 
and adopted by 47 Greater Kansas City 
electric refrigeration dealers. It was 
worked out in cooperation with the 
local distributors. The code covers cash 
discounts, carrying charges and trade- 
in allowances on ice boxes. It is printed 
in a pocket-size folder for handy use 
by the dealers. Details of the code may 
be obtained from the Electric and Radio 
Association of Kansas City. 


Vv 


"Misleading Advertising" 
Defined for Retailers 


Three rulings are designed to clarify 
that provision of the retail code entitled 
“Advertising and Selling Methods.” 
One deals with the practice of some 
merchants of advertising that goods 
may be purchased without the buyer 
making a “down payment,’ when in 
fact such payment is made but is dis- 
guised as a deposit or service charge. 

The second is the not uncommon 
practice of advertising goods as sold 
“direct from the manufacturer to the 
consumer,” the intent, in some cases, 
being to cause the public to believe the 
merchandise can be sold for less than 
that merchandise which follows the 
usual channels of distribution. The 
third is the custom of a few merchants 
to advertise “Removal Sales” or “Bank- 
rupt Sales,” when, in fact, the merchant 
does not intend to move and is not a 
bankrupt. 


v 


Washing Machine Manufacturers 
Can Quote f.o.b. Warehouse 


A 90-day stay has been granted to 
six washing machine manufacturers 
from the provisions of Article 7, Sec- 
tion A, Subsection 4, of the code for 
the washing and ironing machine 
manufacturing industry. 

The subsection referred to requires 
that all prices be quoted f.o.b. factory 
whereas it was customary for those to 
whom the stay had been granted tc 
quote their prices f.o.b. warehouse. 
The stay was granted while the indus- 
try develops a substitute solution. The 
companies affected are: Apex Elec- 
trical Mfg. Co.; Horton Mfg. Co.: 


Modern Laundry Machine Mfg. Co.; 
Hurley Machine Co.; Dexter Co.; and 
Barlow and Seelig Mfg. Co. 


v 


Code Assessment Proposed for 
Makers of Washing Machines 


Expenses of administering the code 
for the washing and ironing machine 
manufacturing industry during the cur- 
rent calendar year are estimated to 
amount to $27,400, according to a pro- 
posed budget drawn up by the code 
authority. Assessments to raise this 
sum are suggested at three cents per 
machine sold. 

It is proposed by the Code Authority 
that the code be amended to enable the 
budget to be submitted for NRA ap- 
proval and the assessment levied upon 
the industry. Public hearing on the 
proposal was held on Monday, June 4. 


Vv 
"Emergency Work" Is Defined 


An official code interpretation of far- 
reaching importance is contained in an 
NRA ruling that installation of new 
equipment, also the dismantling of ma- 
chinery for transfer to other depart- 
ments or plants, are not “emergency 
work” as defined under a number of 
codes. 

The ruling states that: 

1. The installation of new equipment 
is not emergency work; 

2. That dismantling of machinery for 
transfer to other departments or plants 
is not emergency work; and 

3. That the repairing of breakdowns 
is emergency work and is covered by 
the “emergency” provisions of the vari- 
ous codes. 


¥ 


Trucking Industry Proposes Fees 
From All Truck Operators 


Proposal has been made by the code 
authority of the trucking industry to 
collect fees from all owners and oper- 
ators of motor trucks. Two classes are 
proposed—the first of trucks “not for 
hire.” on which a registration and re- 
porting vehicle fee of 90 cents per 
vehicle is scheduled, and the second 
class ‘for hire vehicles,” for which the 
assessment is $3.00 per vehicle. 

An NRA news release states that the 
proposed 90 cent fee would not be 
used to defray any part of the expense 
of administration of the trucking code, 
but that it merely represents the actual 
cost of registering and compiling the 
data on “not for hire” vehicles, which 
the code requires the trucking code 
authority to gather. The $3.00 per 
vehicle's assessment on “for hire” 
trucks is designed, it is said, to produce 
the funds necessary for the code 
authority operation. 
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“That’s the Range Switch 


for Our Customers!” 


“I’m glad you're ready to supply us with Square D Range Switches. 
Square D is not only approved on the public utility specifications — 
but they make our installation work easier. 

“As a contractor | favor Square D and the wholesaler who handles 
that line. For | don’t want any question about the quality of the elec- 
trical equipment. | know that Square D Combination Range Switches 
will do a job for the user that will bring me more business. And if you 
continue to have adequate stocks of Square D Equipment you'll get 
orders from me right along.” 

The wholesaler who pushes Square D has the inside track with the 
best contractors in his locality. Square D Combination Range Switches 
are approved by all public utilities. Where desired, they are available 

with solderless connectors. They are obtainable in every 

square D sequence to meet local power company regulations. 
= The wholesaler’s greatest asset is a list of customers 
D who depend on him for modern, dependable, elec- W 
perry tyr trical equipment. Specialize on Square D—it pays. >= 














SQUARE D 
COMBINATION RANGE SWITCH 34352 


Is an accessible main fuse 60-Ampere switch— 
115-230 Volts A. C.—3-pole solid neutral, with 
60-Ampere FUSE [D] BREAKS in both the mains and 
the range circuit, together with four 30- 
Ampere lighting branches. 
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Trends in Distribution 


Digests of selected articles appearing in recent issues of business and 
trade publications which reflect distribution trends in various fields 





Manufacturers’ Stocks Arouse 

Opposition of Wholesalers 

Use of public warehouses for facili- 
tating national distribution is being 
steadily extended, not merely as the 
result of the growing emphasis on 
economy and speedy delivery, but also 
as a by-product of NRA codes that 
curb production, stabilize markets, and, 
in many cases, prohibit or restrict 
memo or consignment selling. 

In some branches of trade the use of 
public warehouses by important manu- 


facturers has caused much dissension 
among established wholesalers. These 
have felt that their rightful domain 


was being invaded, that manufacturers 
were setting themselves up in. competi- 
tion with them, that this would result 
in tearing down carefully built trade 
connections, promote chiseling, put 
small, poorly financed, would-be whole- 
salers in a position to serve customers 
as rapidly as the old-established con- 
cerns that had huge investments in 
stock. Several lines of manufacturers 
have found it necessary to withdraw 
warehouse stocks in order to retain 
valuable wholesaler cooperation. 

Classification of products most fre- 
quently cleared through public mer- 
chandise warehouses shows food and 
allied products accounting for the bulk 
in most cities, with electric washing 
machines and appliances, refrigerators, 
linoleum, tires, plumbing goods, hard. 
ware, paper, and business machines 
appearing frequently in the list—From 
Business Week for May 19. 


v 


Selling the Big Account—A 
Matter of State of Mind 


Selling the big account is pretty 
much a matter of getting one’s self in 
the proper frame of mind. The whole- 
saler’s salesman must not admit to him- 
self that he cannot sell this customer— 
must not allow an invisible wall to 
come between him and the _ buyer. 
He should tell himself that he can— 
and eventually will—get this account. 
Greenhorn salesmen have been known 
to go out and naively crack impossible 
accounts, just because someone forgot 
to tell the rookie to lay off, that the 
customer couldn’t be sold. 


The big buyer must be contacted fre- 


quently, not so frequently that the 
salesman becomes a bore or ceases to 
be taken seriously, but often enough 
that he makes a definite, permanent 
impression on the buyer. This timing 
of calls must usually be left to the 
salesman’s own good judgment. 

As a final admonition, the salesman 
should not “bore in” too hard on his 
calls. While at times an aggressive 
attitude may be necessary, it is well to 
bear in mind that a buyer has _ his 
human side, which it will pay the sales- 
man to cultivate. Too much effort at 
pure selling may tend to build up 
resistance in the buyer, instead of 
breaking it down. Getting to know him 
in a personal way is sometimes worth 
a dozen good selling arguments, for 
business is still done, to a large extent, 
on personality—and probably always 
will be—V. L. BucKeripce, sales 
manager, E. A. Bowman, Inc., Detroit, 
in Jobber Topics for May. 


v 


"Fire Hazard Counselors" Obtain 
Wiring Prospects 

The following is quoted from the 
Fire Prevention Week report of the 
Greensboro, N. C., Chamber of Com- 
merce. 

“We recruited about 10 or 12 former 
insurance inspectors, contractors, and 
salesmen who were out of work, paying 
them with Federal relief funds—gave 
them a week’s instruction under the 
Chief of the Fire Department in the 
Building Code, the fire laws, and the 
zoning ordinances and with appropriate 
publicity for a background to prepare 
the field sent them out as ‘fire hazard 
counselors.’ These men went into every 
residence in the City of Greensboro, 
went through the building with the 
owner or tenants, pointed out fire haz- 
ards such as shingle roofs, faulty 
wiring, bad plumbing, bad heating, etc. 
They did not go as inspectors but as 
‘counselors,’ pointing out to the owner 
or tenant that deficiencies discovered 
should be reduced as they might cause 
the loss of property or the loss of life. 
As a final question they were asked if 
they would like to consult with some- 
body qualified to reduce the hazards 
discovered and where the answer was 
‘yes’ these prospects were classified and 
listed and sent in bulletin form to all 





cur bona fide contractors, builders, and 
supply dealers, to be followed up by 
their salesmen. It is estimated that the 
campaign provided 44,000 man hours 
of work for the unemployed, but quite 
as important was the fact that it re- 
duced a great many fire hazards. Many 
shingle roofs were replaced and a great 
deal of faulty electric wiring was cor- 
rected. The total cost of the project 
to the Chamber of Commerce was only 
about $25.”—From Louts1ANA RATING 
AND FirE PREVENTION BureAu’s News 
Letter for May. 


v 


Department Store Appliance 
Sales Increased 50% in 1933 


A 50 per cent increase in dollar vol- 
ume and a net reduction in expenses 
in 1933 as compared with 1932 was the 
experience of leading department stores 
in their sale of major electrical appli- 
ances, according to a compilation made 
by Retail Ledger (April). 

Based on reports from 18 cities 
throughout the country, this survey 
shows that sales by the electrical appli- 
ance departments of department stores 
reporting increased an average of 50 
per cent over 1932, whereas the 1932 
experience was a 20 per cent decrease 
from 1931. Each square foot of selling 
space for the group reporting produced 
an average of $39 in sales volume. 
Electrical appliance sales in 1933 for 
these stores amounted to 2.4 per cent 
of total store sales; markdowns aver- 
aged 4.6 per cent of sales. 

Principal expense items were re- 
duced, it is shown, with selling 
expenses, publicity, servicing and_ in- 
stallation, delivery, and warehousing 
expenses being lower, and _ payroll 
expense about the same as in the 
previous year, in spite of the increased 
volume. : 

The nature of appliances sold by 
these stores was determined also. Re- 
frigerators are sold by all of them, 
washing machines by 95 per cent, iron- 
ing machines by 95 per cent, electric 
ranges by 66 per cent, and oil burners 
by 33 per cent of the stores included.— 
From Domestic Commerce for April 10. 


v 
NRA Benefits Small 


Manufacturers 

All classes of manufacturers in the 
electrical manufacturing industry show 
decided improvement with respect to 
the number of employes now actively 
engaged in production and, contrary to 
general opinion, companies employing 
50 or less men report the greatest ad- 
vances, not only in employment, but in 
sales and profit as well, according to 
a NEMA report representing two-fifths 
of the electrical manufacturing  in- 
dustry. 





June, 1934 
ELECTRIC 
AL WHO 
LESALING 
39 


Wh Sa 


5-XL Switch Box. 
sal Cable Clamps 











No. 25 
“XL” Univer 
41/2 in. deep 


No. ASU - 32 
Shallow Bar 


Cable Box 0" 


cS) 


No. 251 -XL Bracket Box. 
With Lath Suppor. Pri-Outs 
No. 904 Fuse-Cab. 
A circuit. Flush Type 


send for new catalog B-34 


ALL-STEEL-EQUIP COMPANY 
AURORA, ILL- 


344 JOHN sT. 











40 


Trade Associations 





Eastern Electrical Wholesalers 
Celebrate Fourth Anniversary 
The “Broadway Frolics of 1934,” a 

floor show de luxe, featured the Fourth 

Anniversary Dinner and Dance of the 

Eastern Electrical Wholesalers Associ- 

ation, held in the Grand Ballroom of 

the Hotel Astor, New York City, on 

Saturday evening, May 5. The affair 

was attended by 850 wholesalers, manu- 

facturers and their guests, many con- 
cerns reserving entire tables for their 
organizations. Robert L. Simon, presi- 
dent of the Association, presided and 
the Hon. Maurice P. Davidson, recently 
appointed Commissioner of Gas and 
Electricity for the City of New York, 
was the guest of honor. 
v 


Mohawk Valley Club Meets 


A general meeting of the Mohawk 
Valley Club was held at the Onondaga 
Hotel, Syracuse, N. Y., on May 24. 
Subjects discussed included profit mar- 
gins provided by manufacturers’ resale 
schedules, utility range policies, uni- 
form trade practices, handling of com- 
plaints, cooperation between wholesalers 
and reverse telephone calls. 


Vv 
Manufacturers’ Representatives 


of Boston Hold Trade Show 


Sponsored by the Electrical Manu- 
facturers’ Representatives Club of New 
England, in cooperation with the Met- 
ropolitan Electrical League, a _ trade 
show exhibition of the products of 150 
factories was held in the New Edison 
Building in Boston on May 2 and 3. 

The exhibition committee consisted of 
W. V. Haynes, Hathaway & Patter- 


son Co., chairman; A. C. Nelson, Ar- 
row-Hart & Hegeman Electric Co.; B. 
H. Smith, B. H. Smith Sales Co.; H. 
F. Myers, fixture representative, and 
F. W. Garner, Colt’s Patent Fire Arms 
Co. 

Vv 


Two New Committees Appointed 
by Radio Code Authority 


The radio Divisional Code Authority 
has appointed a Trade Practice Com- 
mittee and a Differential Committee. 
The Trade Practice Committee is com- 
posed of Benjamin Gross, Gross Sales 
Inc., New York City, chairman; David 
Trilling, Trilling & Montague, Phila- 
delphia; Francis E. Stern, Stern & Co., 
Hartford; Lawrence Lucker, Lucker 
Sales Co., Minneapolis, and W. F. 
O’Connor, Southern Wholesalers, Inc., 
Washington, D. C. 

The duties of this committee are to 
carefully study the code and prepare 
explanations on all points which may 
require clarifying, also to prepare for 
the official approval of the Administra- 
tor interpretations on any _ sections, 
where there may be reasonable doubt 
as to the true intent and purpose. This 
committee has already held several meet- 
ings in order that as complete explana- 
tions and interpretations as possible may 
be available at the Chicago convention. 

The Differentials Committee has the 
power, under the General Wholesaling 
Code, to arrange for conferences be- 
tween suppliers and distributors in or- 
der to establish a fair differential in 
price for those sales made to other classes 
of buyers than the wholesalers. This 
committee has already prepared its re- 
port and has requested the assistance of 
the Administrator in calling such a meet- 








Westinghouse Agent Jobbers Meet: Only about half of the wholesalers attend- 
ing the annual convention of Westinghouse Agent Jobbers are shown in this 
photograph. The schedule was so heavy that it was never possible to get the 
entire group together at one time. The meeting was held this year at the head- 
etary — Westinghouse Merchandising Division in Mansfield, Ohio, from 
May 15 to 19. 





ing. The committee consists of Francis 
E. Stern, Stern & Co., Hartford, chair- 
man; Benjamin Gross, Gross Sales, 
Inc., New York City; Lawrence Lucker, 
Lucker Sales Co., Minneapolis; W. F. 
O’Connor, Southern Wholesalers, Inc., 
Washington, D. C., and David Trilling, 
Trilling & Montague, Philadelphia. 


v 


Donald Succeeds Berresford as 
Managing Director of NEMA 

W. J. Donald, for 11 years vice-presi- 
dent and managing director of the 
American Management Association, 
and recently executive vice-president of 
the Packaging Machinery Manufac- 
turers Institute, has been appointed 
managing director of the National Elec- 
trical Manufacturers Association. He 
succeeds A. W. Berresford, who re- 
signed on May 3. 


v 


Electrical Credit Convention 
at Chicago, July 19-20 

Arthur F. Hearl, secretary, National 
Electrical Credit Association, has an- 
nounced that the Association’s 36th an- 
nual convention will be held in Chicago 
July 19 and 20. Convention committees 
have already been appointed by Elmer 
Forsell, president of the Central Divi- 
s10n. 


v 


New York State Contractors to 
Meet at Big Moose 


The 35th Annual Convention of the 
New York Association of Electrical 
Contractors and Dealers will be held 
at Higby’s Camp, Big Moose Lake, N. 
Y., June 18 to 21. Manufacturers, 
wholesalers and utility representatives 
are invited. Richard Wahle, 393 Mich- 
igan Ave., Buffalo, is chairman of the 
Convention Committee. 


v 


Air Conditioning Manufacturers 
Form Association 
The Unit Air Conditioner Manufac- 
turers Association was organized in 
New York City last month by the fol- 
lowing manufacturers: Carrier Engi- 
neering Corp.; Frigidaire Corp.; Gen- 
eral Electric Co.; Kelvinator Corp.; 
Westinghouse Electric & Mfg. Co., and 
the York Ice Machinery Corp. 


v 


Muldowney Appointed Super- 
visor for Radio Tube Section 
S. W. Muldowney of the National 

Union Radio Corp. has been appointed 

to the Supervisory Agency for the Ra- 

dio Tube Section of NEMA, succeed- 
ing E. T. Cunningham and B. G. Ers- 
kine, who recently resigned. 
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Sczence Dzuscovers 
A MORE EFFICIENT WAY OF HANDLING AIR 


ENTILATING fans, for many years, have looked 
almost alike. They have been constructed with pro- 
peller type blades that resemble an airplane propeller or 
with curved paddle blades. Increases in capacities have 
been made by increasing the speed, increasing or de- 
creasing curves and other changes of existing design. 


This new American Blower Ventura Fan is a radical de- 
parture from all conventional designs — blades are neither 
airplane type nor paddle shaped. Yet, new standards of 
efhciency have been created. So much so that conven- 
tional fans,even though they are operating at their highest 
efhiciency, can profitably be replaced with new Venturas. 


Juietness in operation, too, has been developed to a 
nt heretofore considered impossible. A new Ventura 
1 calibrated by a machine that will record the noise 
ited by the walking of a small cockroach, registers only 
m 38 to 42 decibels of noise at top speed. A laboratory 
thout any humans in it and with all machinery 


MERICAN BLO 


ease send a FREE copy of the 1934 American Blower Blue Book to 


WER CORPORATION, 6000 Russell Street, Detroit, Michigan. 


and equipment motionless, creates 20 decibels of noise. 


Spring suspension, patented and designed by American 
Blower engineers, permits a full floating motor. A stream- 
line inlet ring serves as both fan inlet and discharge out- 
let and further adds to the high efficiency of the unit. 


Ventura Fans are made in various sizes to handle all 
tasks of ventilating or exhausting in stores, offices, 
restaurants, garages, factories and shops. Complete 
sales and advertising plans are ready for you and your 
dealers. Here's a big opportunity to make 
money selling a fast-moving, outstanding line of 
products. Mail the coupon for free copies of the new 
American Blower 1934 Blue Book for distribution to 
your dealers. 


American Rlower 


_ VENTILATING. HEATING. AIR CONDITIONING. DRYING. MECHANICAL DRAFT 


OF AMEmMICAN MADE 


(1300) 


BRANCH OFFICES IN ALL PRINCIPAL CITIES 


Address 





__State_ 











CREary INCREA 
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G. € Polk, Chief Engineer of = Aachen Bower Corpoi 

tion, watches a speed test on the new Ventura Fan. New scie 

tific design makes possible the delivery of from 20% to 6€ 
more air than ordinary disc fans. 


Amazin 
ing Quy 
oF ‘rite 


The most sensitive noise recording instruments prove the ne: 
standards of quietness set up by this revolutionary ventilatin 
fan. Patent No. 1491736 — other patents pending. 
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Wholesaler Activities 





Miami Wholesalers are Hosts to 
Architects and Builders 


Inadequacy of present electrical wir- 
ing was the principal subject discussed 
at the dinner given for architects, gen- 
eral contractors and builders of the 
Miami area by members of the elec- 
trical industry on May 10 at the Mc- 
Allister hotel, at which 89 persons were 
present. 

The hosts included three Miami 
wholesalers: General Electric Supply 
Corp., Graybar Electric Co. and Mc- 
Donald Electric Co.; also the sales de- 
partment of the Florida Power & Light 
Co., and seven cooperating manufac- 
turers. 


v 


Westinghouse Supply Announces 
Promotions in the Northwest 
B. W. Clark, general manager, West- 

inghouse Electric Supply Co.,-has an- 

nounced the following changes in the 
company’s Northwest Division. 

H. L. Bargion’ formerly manager of 
the houses at Spokane and Butte, has 
been appointed division manager of the 
North Pacific houses, located at Port- 
land, Seattle, Spokane and Butte. Mr. 
Bargion will make his headquarters at 
Seattle and will directly manage the 


Seattle house, succeeding the late P. J. 
Aaron. 

J. R. Wells has been appointed office 
manager at Seattle and Harry Dunlap, 
formerly located in Portland, has been 
appointed manager of the Spokane 
house. 

C. R. Bach and J. W. O'Neill con- 
tinue as formerly to manage the houses 
at Portland, Ore., and Butte, Mont., re- 
spectively, but reporting to Mr. Bargion 
at Seattle. 

v 


Hyland Electric Entertains 
Maintenance Engineers 
M. C. Taradash, president, Hyland 
Electrical Supply Co., Chicago, presided 
at the regular meeting of the Electrical 
Maintenance Engineers, held at the 
Chicago Lighting Institute on May 23. 
Following the meeting, which was 
addressed by O. P. Cleaver, Division 
engineer, Westinghouse Lamp Co., on 
the subject, “Light Profits”, a buffet 
supper was served by the Hyland Co. 


v 


Gateway Electrical Supply Corp. 
Organized in Hagerstown 

A new electrical wholesaling con- 

cern, the Gateway Electrical Supply 

Corp., opened for business on May 1 at 





Monarch Electric Housewarming: On April 26, the Monarch Electrical Supply 
Co., Newark, N. J., held “open house” at its new six story location at 52 Lafayette 


St. 


Standing at the extreme left is Shannon, Edwards & Co.; Becker, Manufac- 


turers Distributors; Spaniard, Halcolite; Rabinowitz, Yorkville Electric Supply 
Co.; Yates, Colt’s Patent Fire Arms; Thea, Thea & Schoen; Daniels, Columbia 
Cable; Pearl, Lighting Appliance; Albert, Porcelier; Kearton, Kearton & Nagle; 
Trattler, Eastern Tube & Tool; Barry, Chicago Flexible Shaft; Abe Lipsky, 


president of Monarch; Roach, Appleton Electric; 
Becker, Frank Adam; Joselson, Joselson Sales; 


Cohen, Monarch. Sitting are: 


Pearl, Newark Light, and 


Aaron, Halcolite; Ruderman, Monarch; Kennedy, Harvey Hubbell; Dennler, Colt’s 
Patent Fire Arms; Furst, Circle Flexible Conduit, and Bierman, Monarch. 





110-112 N. Potomac St., Hagerstown, 
Md. 

The new organization includes J. C. 
Miller, president; Frank J. Gammache, 
vice-president and general manager; C. 
J. Clipp, secretary-treasurer; Fred C. 
Nau, sales manager; Jos. C. Hasset, 
purchasing agent; Rex L. Bell, sales- 
man, and John H. Kuhns, in charge of 
the warehouse. 

The firm is conducting a 100 per cent 
wholesale business, occupies 17,000 sq. 
ft. of floor space and employs four sales- 
men who travel Maryland, southeast- 
ern Pennsylvania and parts of Virginia 
and West Virginia. 

Lines handled include Pass & Sey- 
mour wiring devices, Square D 
switches, Thomas & Betts fittings, 
Pierce fuses, Arcturus radio tubes, 
ABC washers, Burgess batteries, Ana- 
conda wire and Robbins & Myers fans. 


v 


Sterling Electric Segregates 
Construction Activities 

W. E. Stephenson, treasurer, Ster- 
ling Electric Co., Minneapolis, an- 
nounces that, in order to conform with 
Code accounting requirements, the con- 
struction business of this firm will here- 
after be conducted by a separate cor- 
poration, the Sterling “Electric Con- 
struction Co. Wholesaling activities 
will be continued by the Sterling Elec- 
tric Co. 

Loren B. Wheeler, who has been con- 
nected with the electrical wholesaling 
industry in Minneapolis for the past 15 
years, has been added to the Sterling 
sales force. The wholesale appliance 
department has been expanded and three 
new men, Kenneth Cunningham, Gerald 
Fitzgerald and Edward Skinner have 
been taken on. 


v 


John Collins Opens New House 
in Des Moines 

John Collins, who operated the Col- 
lins Electric Co. in Des Moines for 25 
years, and who has been connected with 
the Westinghouse Supply Co. for the 
past five years, is again conducting his 
own wholesale business under the firm 
name of Collins & Co. The new com- 
pany, which is located at Fifth and 
Court Ave., will confine its activities 
to Des Moines and Polk County. 


v 


General Electric Supply Corp. 
Opens Branch in Appleton 
A notice was issued from headquar- 

ters of the General Electric Supply 

Corp., at Bridgeport on May 1, an- 

nouncing the opening of a new branch 

at 527 W. College Ave., Appleton, Wis., 
which will report to the Milwaukee 
house. 
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New Meyberg Appointments 

Al H. Meyer, president of the Leo 
J. Meyberg Co., San Francisco, has 
recently announced the following ap- 
pointments : 

H. R. Zenker, 
geles branch. 

Lou R. Swenson, sales manager of 
the appliance division, comprising re- 
frigerators, washing machines, vacuum 
cleaners, and small appliances. 

L. E. Starkweather, sales manager in 
charge of the radio division. 

Paul R. Buehler, service manager in 
charge of radio and refrigeration serv- 
ice department. 

Salesmen McMahon, Read and Brun- 
elle have been assigned as general sales- 
men, operating in the North Coast, Kite 
and San Diego territories respectively, 
while salesmen Welch and Finley have 
been assigned to the appliance division 
in Los Angeles County with salesmen 
Scrafield, Dyna and Leonard to the 
radio division of Los Angeles County. 


v 


manager of Los An- 


Graybill Opens Lancaster 
Branch 
H. A. Brown, president, 
Graybill & Co., York, Pa., announces 
the opening, on May 1, of a branch 
warehouse at $1-33 N. Water St., Lan- 
caster, Pa., with Barton A. Stauffer 
as manager and “Ed” Aikin, formerly 
with the Square D Co., as inside man. 
The new branch occupies over 4,000 
sq. ft. of floor space and carries a 


$30,000 stock. 


Jno. E. 


vV 
New Quarters for 


A. M. Little Co. 


After being located at its present 
quarters at Water and Townsend Sts., 
Syracuse, N. Y., for the past eight 
years, the A. M. Little Co., will move 
to 422 S. West St. on July 1. Display, 
service, fixture room and office will be 
located on the first floor. The new lo- 
cation affords ample parking space and 
is convenient to freight and express 
terminals. 


v 


Baitinger Electric Ball Team 
Defeats G. E. Supply 


The Baitinger Electric Co., New 
York City, having completed the bowl- 
ing season, have now entered the out- 
door sports field. Their baseball team 
played its first game on Saturday, April 
21, against the New York branch of the 
General Electric Supply Corp., and 
were successful in defeating this team 
by the score of 24 to seven. 

The organization has a very strong 
team and will be pleased to hear from 
other distributors of electrical commodi- 
ties in the New York area to arrange 
for future games. 
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14 in '34: 


Four in '28; 
Electric Supplies, Inc., Tampa, Fla., 
persons shown in the above line- -up. 
manager; C. H. Murray, office; 
Lucille Williams, bookkeeper; M. 
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From an organization of four persons in 1928, Raybro 
has grown until it now comprises the 14 
They are, 
Mrs. 
H. Mabry, president and treasurer; 


A. Brown, 
Miss 


from the left: Troy 


Evelyn McGahey, stenographer; 


Austin, purchasing agent; J. H. Bragg, secretary; J. A. Meier and M. O. Hollis, 


salesmen; 
counter salesman; 
Cepactennn 


A. A. Brest, 


Ferrill Hill and M. C. Edwards, shipping department; 
receiving clerk, and C, 


W. G. Wood, 


V. Brown, shipping 








New Quarters for tie Electric 
The Lax Electric Co., St. Paul, 


Minn., has recently moved from 512 
N. Snelling Ave. to 492 Robert St. 
v 
Expands West Palm Beach 
Branch 
The West Palm Beach branch of 
the McDonald Electric Co., Miami, 


Fila., 
bama Ave., 
Palm St. 


has recently moved from 1612 Ala- 
to larger quarters at 500 


v 


Corey Electric In New 
Quarters 
On June 1, the Corey Electric Sup- 
ply Co. moved from 29-31 Blossom St. 
tc new and larger quarters at 76 Laurel 
St., Fitchburg, Mass. 


Vv 


T. J. Finn Now Sales Manager 
of Underhill, Clinch & Co. 


Thomas J. Finn, formerly of the 
firm of Daly & Finn, manufacturers’ 


agents, has been appointed sales man- 
ager of Underhill, Clinch & Co., dis- 
tributors of general hardware and elec- 
trical supplies. 

This wholesale firm, which was estab- 
lished in 1856, moved its offices and 
warehouses on May Ist to the Port Au- 
thority Commerce Bldg., 111 Eighth 
Ave., at 15th St., New York City. 


v 


Philadelphia Distributors, Inc., 
Conducts Retail Training Course 

The Grunow Carrene Club has been 
organized by Philadelphia Distributors, 
Inc., for the purpose of training retail 
salesmen throughout the territory 
served by this wholesaler. 

Meetings are held every two weeks, 
on Tuesday evenings at 7:30, and have 


been extremely well attended. The 
meetings are not run in customary 
school-like fashion, but instead each 
salesman is given an opportunity to ex- 
plain in his own words his idea of how 
Grunow refrigerators should be sold. 
Meetings have also been held in Lan- 
caster, Harrisburg, Reading, York and 
Hanover. 
v 


San Francisco Wholesalers Close 
on Saturday 

Electrical wholesaling _ establish- 
ments in the San Francisco Bay dis- 
trict began operating on a five-day 
week, Monday to Friday inclusive, on 
April 1. hey will remain closed on 
Saturday until further notice. 


v 


Nate Harvey's Handicraft 
Displayed in Los Angeles 


Nate G. Harvey, one of the veterans 
of the electrical wholesaling field and 
formerly president of the Illinois Elec- 
tric Co. of Chicago, has recently re- 
ceived prominence on the Pacific Coast 
for his accomplishments in handicraft. 

For the past several years Nate has 
been residing at the Huntington Hotel, 
Pasadena, Calif., devoting a consider- 
able part of his time to fashioning vari- 
ous articles in a well equipped carpenter 
shop which he established for himself 
at the hotel. Recently some of the 
products of Mr. Harvey’s shop came to 


the attention of the May Company, 
wholesale distributors of California, 
who included a generous exhibit of 


these wares in an exhibit which they 
recently conducted in Los Angeles. 

It is reported that Mr. Harvey has 
become particularly adept in the manu- 
facture of inlaid boxes and other items 
requiring unusual skill with carpenter 
tools. 
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INoUSTRIAL DUTY 
SAFETY SWITCH 
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The new C-H Explosion-proof Switch 
for Class I, Group D locations. Meets 
all requirements. Made in 30, 60, 100 
and 200 ampere sizes, single and double 
throw types. 


For the lesser hazards of explosive dust, 
lint, etc., Class I1, Group G, there are 
also available the tried sro Baoes Mea C-H 
Dust-tight, W eather-proof Switches in sin- 
gle throw type, 30 to 200 ampere sizes. 





EX PLOSION-PROOF 
SAFETY SWITCH 


LINE 


For service under the exacting re- 
quirements of Class I, Group D— 
embracing such hazards as gasoline 
and alcohol fumes—Cutler-Hammer 
presents a new explosion-proof safety 
switch line complying with Code re- 
quirements and raising performance 
standards to new high levels. 

As might be expected of C-H, 
“compliance with requirements’ is an 
under-statement. Here as elsewhere 
Cutler-Hammer exeeeds bare mini- 
mums not only with respect to details 
that mean safety—accurately machined 
joints of required width, ample case 
strength, etc.—but also include fea- 
tures that mean performance, such as 
time-tested switching mechanisms. 

These newer switches, like all C-H 
Controls, are the distilled products 
of the electrical industry’s greatest 
specialized control background—the 
result of Cutler-Hammer’s Motor 
Control success in every electric- 
powered industry—an unlimited res- 
ervoir of experience insuring that 
C-H products will give unmatched 
service, and will earn highest prestige 
and profit for their seller. 

Complete stocks of C-H Safety 
Switches are carried by responsible 
independent wholesalers. CUTLER- 
HAMMER, Inc., Pioneer Manufac- 
turers of Electric Control Apparatus, 
1327 St. Paul Ave., Milwaukee, Wis. 
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Personals 





Lee WILLIAMS has been appointed 
assistant manager of appliance sales of 
the General Electric Supply Corp., 
Bridgeport, Conn. 

A. B. Carton has severed connec- 
tions with the Stubbs Electric Co., 
Portland, Ore., with which he has been 
connected since 1927, to represent the 
Edison General Electric Appliance Co. 
in Oregon and part of Washington, 
with headquarters in Portland. Mr. 
Carlon has been secretary of the Port- 
land Electric Club for the past two 
years. 

WiLLt1AM F. FatLton has been ap- 
pointed credit manager of the Gray- 
bar Electric Co., Inc., with headquar- 
ters at 287 Columbus Ave., Boston, 
Mass., succeeding W1LL1AM F. ABELY, 
retired after 24 years’ service. 

Haroi_p P. LitcHFIELD, manager of 
the Newark Branch of the Graybar 
Electric Co., was elected president of 
the Rotary Club of Newark on May 1, 
after serving as vice-president of the 
club for the past year. 

E. F. Mattuews has been elected 
treasurer of the Sager Electrical Sup- 
ply Co., Boston, Mass. E. R. Piccort, 
A. L. Stone, M. P. MAxweELLi and 
E. R. FENN are four new salesmen 
with this wholesaler. 

M. S. HezzeLwoop, formerly with the 
Sterling Electric Co., is a new sales- 
man with the Peerless Electrical Co., 
Minneapolis, Minn. 

Joun K. Murpock, previously con- 
nected with the Northern Electric Co., 
Winnipeg, is now selling for the Myers 
Electric Supply Co., Los Angeles. 








On the Sidewalks of New York: This 


younger generation of electrical men was 
snapped on the Bowery Street in New 
York City in front of the Murray Elec- 
trical Supply Co. On the left is Mur- 
ray Kobert of the above company, Jack 
Schoen of Thea & Schoen, manufactur- 
ers’ agents, Sam Kobert of Murray and 
Herman Shullman, sales manager, 
Eagle Electric Mfg. Co., Brooklyn. 














A BEST SELLER! 


1934 


VERIFIED DIRECTORY 
OF 


ELECTRICAL WHOLESALERS 








Contains the following information 
on 1,00! wholesaling establishments 


|. Firm name 

2. Address 

3. Branch and affiliated houses 

4. Memberships in National and Local Asso- 
ciations of Electrical Wholesalers 

5. Names of officers and department mana- 
gers 

6. Territory covered 

7. Number of salesmen—city, country and 
counter 

8. Floor space occupied 

9. Size of inventory 

10. Lines handled (supplies, appliances radio, 
fixtures) 











PREVIOUS EDITIONS NOW OBSOLETE 


This new Directory contains 125 new listings, 115 deletions and 
829 revisions 


PRICE $15 


Substantially bound in handsome leatherette cover 


Liberal Discounts 
on orders for two or more copies 


= 
Order from 


The Electrical Trade Publishing Co. 
520 N. Michigan Ave. Chicago, Ill. 
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Obituary 


D. D. Cain 


D. D. Cain, manager of the West- 
ern Light & Fixture Co., died in Los 
Angeles early in April. This is the 
second death which has robbed this 
company of its chief executive within 
the past year. “Daddy” J. L. Kline, its 
founder, passed away February, 1932. 


vV 
Philip J. Aaron 


Philip J. Aaron, district manager for 
the Westinghouse Electric Supply Com- 





Philip J. Aaron 


pany, Seattle, died in that city on April 
21, after an illness of three months. 
Following graduation from the Uni- 
versity of Illinois, he became associ- 


ated with the Western Electric Co. in 
Chicago. Later he went to Seattle to 
establish a Western Electric branch of- 
fice. In 1913 he was appointed mana- 
ger of the Fobes Supply Co., which 
subsequently was absorbed by the West- 
inghouse Electric Supply Co. Mr. 
Aaron was 62 years of age and in point 
of service was one of the oldest men 
in the electrical wholesaling business on 
the Pacific Coast. 


Vv 
Harry W. Bliven 


Following a brief illness that started 
from a cold, Harry W. Bliven passed 
away on April 26. He was 62 years 
of age. Mr. Bliven was formerly gen- 
eral sales manager for Harvey Hub- 
bell, Inc., Bridgeport, Conn., and a vice- 
president of the company with which he 
had been associated for 28 years. 

He was well known in the electrical 
trade for many years, was active in 
trade associations, and had _ traveled 
from coast to coast and had many 
friends in practically every city in the 
United States. 

He was a charter member of Gram- 
tan Lodge, F. & A. M., a member of 
the Jovian Order since 1906, an active 
member of the Electrical Associates 
Club, and an executive member of the 
Midston Club in New York. 

Early in 1933 he left Harvey Hubbell, 
Inc., to establish the H. W. Bliven 
Co. in New York, where he was a man- 
ufacturers’ representative for the B. F. 
Sturtevant Co., the Clifton Mfg. 
Co., Boston, Mass., the Forsberg 
Mfg. Co., Bridgeport, Conn., and the 
Reliance Automatic Lighting Co., Ra- 
cine, Wis. 


He leaves a son, Harry F. Bliven, 
who is in business in Boston, and a 
brother, Beverly Bliven, with the Wet- 
more-Savage Co., also in Boston. Mr. 
Bliven’s wife died a year and a half 
ago. 

Vv 


Silas H. Altorfer 


Silas H. Altorfer, president of Al- 
torfer Bros. Co., Peoria, Ill., manu- 
facturers of ABC washing machines 
and ironers, passed away at the Meth- 
odist Hospital in that city on May 7. 
He was in his 51st year. 


Vv 
Bert F. Bennett 


Bert F. Bennett, San Joaquim valley 
salesman for the General Electric Sup- 
ply Corp., was killed in an automobile 
accident while on his way home from 
a sales meeting in San Francisco, April 
5. The accident occurred near San 
Jose, Mr. Bennett being incinerated by 
burning gasoline from a truck which 
his car sideswiped. 


Vv 
Fred J. Smith 


Fred J. Smith, veteran radio sales- 
man of the Royal Eastern Electric Co., 
New York City, died suddenly last 
month at his home in Bronxville, N. Y. 
Death was attributed to heart disease. 

Born 43 years ago in Brooklyn, Mr. 
Smith had been active in the radio and 
electrical field for the past 20 years. He 
was formerly connected with the sales 
staffs of E. J. Edmond, Atwater Kent 
distributor, and the K. W. Radio Co. 











Colt-Noark Salesmen Meet in Hartford and Chicago: 
For the first time in three years, Manager Dwight G. Phelps 
of the Colt’s Patent Firearms Mfg. Co.’s Electrical Division, 
brought his corps of Colt-Noark salesmen together for two 
spring sales conferences and gave them all the “dope” on 
the company’s new products and enlarged line of safety 
switches. Western salesmen, who met in Chicago, appear 
in the left-hand group. Seated are: L. H. McClure; J. F. 
Foley; P. L. Asbury, and H. C. Thayer. Standing are: T. J. 
Ryan; L. F. Carleton; G. E. Mason; W. M. Stark: S. A. 


Beaumont; D. G. Phelps; G. A. Saylor, and J. J. Ryan. 
Eastern salesmen, meeting at the Hartford factory, are 
shown in the next group. In the front row, from left to 
right, are: A. G. Dennler, Jr.; L. H. McClure; G. L. Stout; 
Miss Elizabeth M. Donofrio; Miss Bessie S. Greenspon; 
Miss Lucy White; L. M. Pond; E. L. Randle; F. W. Garner; 
G. E. MacMannus, and F. D. Popowics. In the back row 
are: D, G. Phelps; W. J. Cotter; D. Fitts; H. B. Smith; 
L. T. Goodrich; A. H. Soper; I. C. Altrock; W. B. Osborne; 
H. D. Fairweather; J. M. Yates; E. J. Sather; C. J. Carey, 
and K. E. Roberts. 








Manufacturers News 





Frank H. Merrill Organizes 
Simplet Electric Co. 

The Simplet Electric Company, with 
offices and factory at 5100 W. Ravens- 
wood Ave., Chicago, has been organ- 
ized by Frank H. Merrill, who was for- 
merly with the Appleton Electric Co. 
as vice-president in charge of Eastern 
sales. He will have associated with 
him his brother, Arthur S. Merrill as 
treasurer, who was, for many years, 
connected with the Chicago Fuse Man- 
ufacturing Co. as general sales man- 
ager and who has been acting in the 
same capacity for the Appleton Electric 
Co. for the last 12 years. 

A. S. Merrill will be located in the 
Chicago office while F. H. Merrill will 
make his headquarters at 527 West 
28th St:, New York City. The company 
will manufacture a line of conduit fit- 
tings to be known as “Simplets.” 


7 


New Chicago Representatives 
For Steel City Electric 

On May 1, the Electrical Sales & En- 
gineering Co., 227 S. Green St., Chi- 
cago, took over the representation of 
the Steel City Electric Co. in the Chi- 
cago metropolitan area, including 
northern Illinois, Wisconsin and north- 


ern Indiana. 
Vv 


Doxsee and Hagen Together 

Lee A. Doxsee, St. Louis manufac- 
turers’ agent, handling All Steel Equip- 
ment, Enameled Metals, Crescent Wire 
and other lines, and Eugene Hagen, Ed- 
wards & Co., representative in that city 
for vears, have merged their activities 
and interests in order to work the ter- 
ritory served by both more intensively. 
Both will sell all the lines and will op- 
erate from Mr. Doxsee’s offices at 815 
S. 1th St, St Leu. 


¥ 


Chase Brass & Copper 
Launches Fixture Line 
The permanent display of the new 
line of electric lighting fixtures pro- 
duced by the Chase Brass & Copper Co., 


was formally opened in Chase Tower, 
10 East 40th St., New York City, on 


May 15. The fixtures, Early English, 
Early American, Georgian, Empire, 


Federal, Classic Modern, and American 
Adaptations, are shown in their proper 
period environment, just as they would 
be in a home. 

Provisions for installment selling 
were also announced, financing to be 





handled by the Commercial Investment 
Trust. 

The manufacturer is now setting up 
dealers throughout the country, has al- 
ready lined up 125 franchised represen- 
tatives and expects to have 500 by the 
end of the year. Shipments will be made 
direct from the factory at Waterbury, 
Conn. 


v 


R. W. Staud Heads Porcelain 
Enameling Code Authority 
Rudolf W. Staud, assistant to the 

president and sales promotion manager 

of the Benjamin Electric Mfg. Co., Des 

Plaines, Ill., has been named chairman 





Rudolf W. Staud 


of the supplementary code authority of 
the porcelain enameling manufacturing 
industry, it has been announced by the 
Porcelain Enamel Institute, of which 
Mr. Staud has been president during 
the last two years. 

In addition to these activities, Mr. 
Staud is chairman of the code commit- 
tee of the industrial lighting sub-divi- 
sion of NEMA, member of the code 
committee of the floodlighting sub-divi- 
sion of NEMA, chairman of the pub- 
licity committee of the Illuminating En- 
gineering Society, and a director of the 
Fabricated Metal Products Federation. 


v 


Grigsby-Grunow Allowed 
90 Day Production 

Referee Edmund <A. Adcock has 
allowed the petition of Frank McKey, 
receiver for Grigsby-Grunow Co., Chi- 
cago, under which the concern will en- 
ter into production for 90 days and turn 
out 40,000 Majestic radios and sufficient 
refrigerator parts to take care of war- 
ranty requirements. 
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Out On His Own Devices: 


car, fresh samples and everything! R. A. 
Stewart, Arrow-Hart & Hegeman Elec- 
tric Co., about to give St. Louis the 
works. He headquarters there, serving 
Missouri, Kansas and Oklahoma. 


Brand new 





Kewley Succeeds Frech as G. E. 
Vice-President 

J. E. Kewley, general manager of the 
Incandescent Lamp Department of the 
General Electric Co., Nela Park, Cleve- 
land, has been elected vice-president in 
charge of that division. He succeeds 
T. W. Frech, a pioneer in the lamp and 
lighting industry who since 1901 has 
been intimately associated with the de- 
velopment of the tungsten lamp. Mr. 
Frech had asked to be relieved of his 
duties as vice-president, but will con- 
tinue at Nela Park in an advisory and 
consulting capacity at the request of 
company officials. 


v 


Perry Demarest Heads Sylvania's 
Pacific Activities 

E. P. (Perry) Demarest will fill the 
vacancy left by the death of W. H. 
Cooke as head of the Sylvania-Pacific 
Co., which since 1930 has handled the 
sale of Sylvania tubes in the California 
territory. Mr. Demarest has _ been 
assistant manager of Sylvania-Pacific 
since November, 1931, when he resigned 
from the Radio Supply Co. of Los 
Angeles to join forces with Cooke. 


v 
J. M. Wakefield with 


Holyoke Co. 


H. T. Smethurst, president, the Hol- 
yoke Co., Inc., Holyoke, Mass., has an- 
nounced the appointment of J. M. 
Wakefield as plant superintendent. 

Mr. Wakefield is a graduate chemist 
of Clark University and has spent many 
years«in the development and analysis 
of rubber insulation compounds. He 
has traveled extensively, having been 
in the copper mining industry in South 
America and Arizona. For 12 years 
he was superintendent of one of the 
affiliate companies of the General Cable 
Corp., and recently in charge of the 
telephone wire department of the De- 
troit Insulated Wire Co., Detroit. 
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A Section Devoted to 


Manufacturers’ 


Descriptions of 


Their Products 








Metal "Florduct'’ 


Meeting a long felt need for a method 
of extending low tension wiring across 
the floor surface to some piece of free 
standing furniture or machine, this 
metal “Florduct” consists of two pieces, 
base and capping, so formed as to 
“snap” together with fastening device 
concealed in the base. It is 5/16” high, 
of neat, convenient proportions with 





gradual sloping ramp-like plate extend- 
ing to the floor surface covering a width 
of 1%”. Will accommodate up to three 
telephone circuits and six buzzer cir- 
cuits. The complete “Florduct” system 
consists of an outlet extension cap, 
which can be used between an existing 
floor outlet and a run of “Florduct” to 
a new location; an internal adapter el- 
bow, to be used as a junction between 
“Florduct” and a baseboard wiring sys- 
tem; also a_ service fitting through 
which the wires are extended at the 
termination of the “Flordcut” run. Na- 
tional Electric Products Corp., Pitts- 
burgh, Pa. — Electrical Wholesaling, 
June, 1934. 


Air Conditioned Bed Canopy 


Directed to the home, hotel, hospital 
and summer camp market where air 
conditioning of the entire bedroom is 
too expensive, the “Coolrest” air-condi- 
tions the sleeping compartment only. It 





not only cools, but also removes the ex- 
cess moisture from the atmosphere, re- 
circulating and purifying the air under 
the “Coolrest” air conditioned bed can- 
opy. Cost of current is said to be $1 a 
month when used every night. . Any 
householder can install in a few minutes. 
\ir conditioning unit is housed in a 
handsome cabinet of rare woods and 
beautiful design and canopy is  sus- 


What's New 


pended from fixtures attached to the 
cabinet. When making the bed, the 
whole unit is simply rolled away and 
then pushed back again ready for use. 
List price, $150. Crosley Radio Corpo- 
ration, Cincinnati, Ohio. — Electrical 
Wholesaling, June, 1934. 


12-Inch Fan 


A brown Bakelite base and pedestal 
provides lightness, good appearance and 
prevents electrical losses. Base has six 
inserted rubber feet and is weighted so 
that fan is perfectly steady when run- 
ning. The 90° oscillating mechanism has 
an “on-and-off” clutch. Fan may be 
tilted through 115°. Two-bladed, air- 
plane-type, polished aluminum propeller 
spins rapidly inside a cadmium-plated 
wire guard to move 555 c.f.m. of air with 
the shaded-pole motor running at its 
high speed. A lower speed, moving 470 
c.f.m. is also available with a “high-low- 





off” switch built in on the back of motor 
case. Input is only 42 watts at high 
speed, 27.5 watts at low speed. Equipped 
with an 8 ft. flexible cord and two-part 
plug. Net weight is 5% lbs. List price, 
$14.50. Barber-Colman Co., Rockford, 
Ill—Electrical Wholesaling, June, 1934. 


Automobile Radio 


Model No. 1171 is simple to install ow- 
ing to the 3” stud mounting which insures 
rigid installation of the cabinet in any 
one of three mounting positions. There 
is also a short, convenient connection to 
the ammeter which eliminates need for 
battery connection. Remote control head 
is of speedometer type with indirect 
light. Can be mounted on steering post 
or instrument panel and includes vol- 
ume-control regulated by a switch in 
combination with switch lock. The 6” 
electro-dynamic speaker is connected to 
set with plug-in cord and is fastened 
to front plate of cabinet so that both 





plate and speaker can be easily removed 
to get at vibrator and tubes. All steel 
cabinet has black crackle finish and or- 
namental speaker grille. Measures 714” 
high, 714” deep by 10%” wide. Other 
features include: sensitivity less than 
one microvolt; power output more than 
three watts; ignition interference prac- 
tically eliminated; local-distance switch 
to eliminate inter-station noise; tone- 
control continuously variable; vibrator 
type “B” supply which plugs in like a 
radio tube; gang condenser mounted be- 
low set. Stewart-Warner Corp., 1826 
Diversey Pkwy., Chicago. — Electrical 
Wholesaling, June, 1934. 


800 and 1000 Watt Irons 


These new heat control speed irons 
incorporate the “Dreadnought” heating 
unit which concentrates heat in the iron- 
ing surface and is hermetically sealed 
for a lifetime in the sole plate. A dial 
indicating proper setting for the kind of 





fabric to be ironed, greatly reduces dan- 
ger of scorching. The design is a 
stream-line effect and eliminates all dust 
catchers. Handle, tipped with Bakelite 
to protect the fingers, is set at a wrist- 
rest angle and covered with cork for 
cool operation. Cord is permanently at- 
tached to iron, eliminating loose cord 
connections. An 8 ft. extra heavy cord 
is supplied, which enters the iron at 
right angles to the handle. List price, 
$7.95, less $1.00 trade-in allowance, for 
1000-watt iron; $5.95, no trade-in allow- 
ance, for 800-watt iron. Proctor & 
Schwartz Electric Co., Philadelphia., Pa. 
—Electrical Wholesaling, June, 1934. 


phd acaeiedesbas SRE 


Fish Riba tees 


eens 


aie 


ee 


RS St i Sk 


¥ 
i 
é 
& 


EE GiORE Dey ccna eta dns 


ee fe 


Sse! Calne eeAS 





June, 1934 


ELECTRICAL WHOLESALING 





Explosion-Proof Circuit 
Breakers 


Capacities in this 
line of explosion- 
proof circuit break- 
ers range from 15 to 
600 amperes, up to 
600 volts ac. The 
addition of this line 
will augment the 
extensive line of ex- 
plosion-proof_ elec- 
trical specialties, in- 
cluding switches, 
receptacles and 
lighting fixtures | 
now being manufac- 
tured by the com- 
pany. Russell & Stoll 
Co., Inc., 53 Rose St., New York City. 
—Electrical Wholesaling, June, 1934. 





Exhaust Fans 


“Trade-Wind Junior” blower type ex- 
haust fan is arranged for mounting 
above plaster line with inlet section com- 
bined with ceiling lighting fixture as 
shown, or with plain flush grille. Dis- 
charge is carried through small dimen- 
sion duct to outside wall or above roof 





for exhaust service. Motor of shaded 
pole induction type, with vertical ball 
bearings, and rubber mounted for quiet 
operation, is easily removable for clean- 





ing and servicing. This model is rec- 
ommended for small kitchens containing 
800 cu. ft. or less, or for bathrooms, fu- 


migation cabinets, etc. Supplied with 
light trap for photographic dark rooms 
and special fittings for cold storage re- 
circulation service. 

“Trade-Wind Senior” is a twin wheel 
blower with motor between, has double 
the capacity of the “Junior” and is 
mounted above ceiling plaster line be- 
tween 16” center joists or in a 6” wall 
behind lath and plaster. Induction con- 
denser starting, rubber mounted motor 
with oil sealed bearing is easily removed 
together with blower units for cleaning 
and servicing. Inlet fitting of either ex- 
tended type (illustrated) or flush type 
provides high velocity suction over en- 
tire face of grille. Supplied with por- 
table panel for window or transom 
mounting, or with outside wall fitting 
equipped with shutter. Fan and casing 
of aluminum alloy permits easy cleaning 
and, being non-ferrous, reduces fire haz- 
ard. Trade-Wind Motorfan Sales Co., 
406 S. Main St., Los Angeles, Cal.— 
Electrical Wholesaling, June, 1934. 


Eight Cell Flashlight 


Number 195 
Giant Focusing 
Straight “8” flash- 
light throws a 
beam 2,000 ft. and 
is 21” long. Case 
is constructed of 
heavy, seamless 
brass tubing; 
heavily nickel 
plated and _ three 
position safety 
switch. Said to be 
the world’s largest 
flashlight, the list 
price is $1.95, com- 
plete with flash- 
light batteries. 
Burgess Battery 
Co., Freeport, Ill. 
—Electrical 
Wholesaling, June, 
1934. 





Short Wave Antenna 


A noise-reducing antenna system for 
improved short wave reception makes it 
possible for the average radio set owner 
to get the most out of his all-wave or 
selective short wave radio receiver. 
Uses a “double doublet” antenna which 
gives up to five times the signal pickup 
of an ordinary antenna. A special trans- 
mission line between antenna and re- 
ceiver permits antenna to be placed as 
far as 500 ft. from receiver with- 
out loss of efficiency, and also elimi- 
nates noise pickup between antenna 
and receiver. A special coupling trans- 
former is located at the receiver to 
properly match the transmission line to 
the input circuit of receiver. A switch 
is provided for switching from broad- 
cast to short wave reception so that 
maximum efficiency is obtained on both 
bands. May also be used in locations 
where physical limitations prohibit the 
erection of full-length antenna spans. 
RCA Victor Co., Inc., Camden, N. J.— 
Electrical Wholesaling, June, 1934. 





Mi ell a acts. ws 


Power Elevator Tailgate 
A number of these power elevator tail- 
gates have been in successful operation 
for some time in loading and unloading 
trucks and vans. This tailgate, which 
may be lowered in 30 seconds, speeds up 
deliveries and reduces handling costs of 
heavy bulky items. It should appeal 
especially to distributors of refrigera- 
tors, ranges and other heavy appliances. 
Davey Compressor Co., Kent, Ohio— 

Electrical Wholesaling, June, 1934. 


Air Cieuloter 


The ‘“Airmaster” air 
circulator is designed to 
quickly eliminate hot foul 
air which accumulates un- 
der ceilings. The big, 
powerful 20” patented 
propeller and special duty 
fan motor, mounted on an 
adjustable pedestal, deliv- 
ers a tremendous volume 
of air quietly and is 
effective at a distance of 
100 ft. Finish is black and 
aluminum with modernis- 
tic base. Especially 
adapted for taverns, res- 
taurants, recreation halls, ’ 
stores, large office and i 
work shops. List price, $68.50 for a.c. 
and $88.50 for dc. Airmaster Corp., 
140 S. Dearborn St., Chicago.—Electrical 
Wholesaling, June, 1934. 


All-Wave Aerial Kit 


Specially arranged for use with all- 
wave receivers, the new kit includes two 
50 ft. coils of 7x20 “Beldenamel” aerial 
wire, 75 ft. of specially twisted, duplex 








weatherproof lead-in wire, two lightning 
arresters, two lead-in strips, and other 
material necessary for an efficient aerial 


installation. The kit provides a supe- 
rior antenna system for short wave re- 
ception, effectively reduces pick-up of 
noise by lead-in and increases signal 
pickup. Belden Manufacturing Co., 
4689 W. Van Buren St., Chicago.—Elec- 
trical Wholesaling, June, 1934. 








50 


ELECTRICAL WHOLESALING 








Floodlight for Filling Station 
and Sports Lighting 

This new open floodlight, the Type 

AL-45, constructed to withstand all 

“weathering,” is made of porcelain-en- 

ameled steel with cap fittings of cast 

aluminum. Weatherproof, glossy white, 





fire-baked porcelain-enameled reflecting 
surface of the reflector can be cleaned 
with soap and water. A-symmetric dis- 
tribution affords proper lighting for ser- 
vice station and general sport areas. 
Projector has a green enamel exterior. 
Mountings are of cadmium-plated mal- 
leable iron. All sizes of large lamps 
may be used by utilizing an easily ad- 
justed socket support. Floodlight may 
be flexibly mounted with cross-arm, pipe 
clamp, pipe cap, pipe top, swivel and 
stand and swivel and rocker fittings. 
Water-tight bushings of brass with rub- 
ber gasket, brass packing and clamping 
nut prevents leakage around entrance 
leads. List price, with cross-arm mount- 
ing, $20. Other mountings $2 higher. 
General Electric Co., Schenectady, N. Y. 
Electrical Wholesaling, June, 1934. 


Two-Cup Coffee Maker 


Designed for the “cliff dweller”, who 


breakfasts on the run, for those who 





like coffee with a midnight snack, for 
people who want coffee the first thing 
in the morning, for travelers or hotel 
residents, this two-cup coffee maker is 


available with an electric heating base, 
also in non-electric and alcohol models. 
The rated two cup capacity applies to 
regular or large cups. For demi tasse 
service the capacity of this unit is six 
to 10 cups, depending upon size. Made 
of Pyrex glass, which retains all the 
fine flavor, this coffee maker contains 
but a small quantity of water to be 
heated and produces hot delicious coffee 
in a hurry. List price, $3.45, for non- 
electric model; $5.45 for electric model; 
$8.95 for alcohol model. The Silex Co., 
Hartford, Conn—Electrical Wholesal- 
ing, June, 1934. 


Switch Plates and Plugs 


The ‘“Deco-Wood” toggle switch 
plate has an attractive design and rich 
finish, and gives the appearance of 
finely carved wood. A new “Cliplox” 
heater plug is now available in the rub- 
ber sleeve type. The rubber sleeve acts 
as a handle, permits yanking of the 
plug from the outlet, eliminates burn- 
ing of the hand and prevents shorts. 





This plug has a screwless assembly. 
Brown bakelite shells are held together 
with a new patented wedge lock that 
is easily inserted and stays put. New 
quick’ break, non-arcing, positive 
switch. Positive contact for all flat or 
round terminals. Will withstand rough 
usage. William Herst Co., 822 ; 
Jackson Blvd., Chicago. — Electrical 
Wholesaling, June, 1934. 


Indirect Three-Light Lamp 


Designed primarily for portable indi- 
rect units, and providing three different 
levels of illumination from a single 
bulb, this new indirect “three-lite” lamp 
contains two filaments, 100-watt and 200- 
watt, each of which may be burned indi- 
vidually or in combination with the 
other. It is designed for burning in a 
base-down position and, because of its 
shape and construction, is not adapted 
to present types of fixtures but requires 
newly-designed equipment. This lamp 
makes possible two approximately equal 
step-ups in illumination intensity. With 
a diameter of 334” and 634” in length, 
this lamp has a three-contact mogul 
screw base. Designed for voltages from 
110 to 120 volts. Bulb is inside frosted 
and average life of lamp is 1000 hours. 
List price, $1.40. General Electric Co., 
Incandescent Lamp Dept., Nela Park, 
Cleveland, Ohio. — Electrical Wholesal- 
ing, June, 1934. 





Junior Fans 


These popular 
priced quality fans 
are offered in 8” 
stationary and 10” 
oscillating types. 
Salient features 
are quiet, power- 
ful induction mo- 
tors which cannot 
cause radio inter- 
ference, maximum 
air delivery, at- 
tractive appear- 
ance and durabil- 
ity of construction. The 8” non-oscillat- 
ing model delivers 465 c.f.m.—the 10” 
oscillating, 610 c.f.m. at low wattage 
consumption. Smooth drawn steel mo- 
tor bodies and bases finished in glossy 
black enamel. List price 8” non-oscil- 
lating, $3.65, 10” oscillating, $9.95. Rob- 
bins & Myers Sales, Inc., Springfield, 
Ohio — Electrical Wholesaling, June, 
1934. 


Multiple Christmas Tree Lamp 


Slightly larger in size and using only 
a little more electricity than the series 
variety, this multiple Christmas tree 
lamp does not affect the other lamps in 
a string when it burns out. Has a 
burning life of 500 hours. Designed for 
use on circuits from 110 to 125 volts, 
the new lamp has a candelabra screw 
base, a diameter of 15/16” and is 2%” 
in length. Available in white, red, blue, 
green and orange finishes. List price, 
12c. General Electric Co., Incandescent 
Lamp Dept., Nela Park, Cleveland, 
Ohio. — Electrical Wholesaling, June, 
1934. 


Automatic Electric Sump Pump 


Model B-2400 is 
constructed of 
bronze and has a 
special 4 hop, 
rust - proof, quiet- 
running motor and 
is said to be 
trouble-proof. No 
radio interference. 
Pump is all bronze 
unit of centrifugal 
design with open 
type impeller to al- 
low passing of sol- 
ids. Shaft is of 
stainless steel with 
automatic control 
feature consisting 
of positive type 
enclosed _ switch, 
actuated by over- 
size ball-float. 
Capable of pump- 
ing 2,400 gals. per 
hour at one ft. 
head and will han- 
dle up to 400 gals. 
at 20 ft. head. Out- 
let is tapped for 
one inch fittings 
for easy connection to pipe or hose line. 
Large inlet under pump is fully protected 
by non-clogging screen. Plug and 8 ft. of 
cord supplied with each pump. Installed 
by connecting pipe line and plugging in 
cord. List price, $37.50; model B-3600, 
capacity 3600 gals. per hour at 25 ft. 
head, $60.00. . M. L. Oberdorfer Brass 
Co., Syracuse, N. Y.—Electrical Whole- 
saling, June, 1934. 
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Cartridge Fuse 


The Eagle “E-Z 
Pull” carries its 
own handle elimi- 
nating the danger of 
shock. Handle is at 
one side of fuse and 
swings out with 
plenty of leverage 
for pulling fuse and 
hangs out of the 
way when not in 
use. Cam action pre- 
vents handle swing- 
ing past center. The 
“E-Z Pull” handle is now supplied as 
standard on all 30 and 60 amp. cart- 
ridge fuses. Eagle Electric Mfg. Co., 
Inc., 59-79 Hall St., Brooklyn, N. Y.— 
Electrical Wholesaling, June, 1934. 


Two-Piece Rubber Caps 


Molded of carefully compounded rub- 
ber to obtain the degree of resili- 
ency required for easy assembly, these 








rubber caps have sufficient hardness to 
prevent accidental separation. Unique 
strain relief slots make it unnecessary to 
thread wires through holes. Strain re- 
lief members are supported firmly by 
the inside wall of the cap. Three hole 
sizes are available, each with an exclu- 
sive inside lip which provides a snug 
fit for a wide range of wire sizes. Ter- 
minals are completely enclosed. Bryant 
Electric Co., Bridgeport, Conn.—Elec- 
trical Wholesaling, June, 1934. 


Twisted Pair Lead-in Wire 


Because it is accurately twisted this 
lead-in wire gives superior service on 
aerials for short wave reception. Lead- 
in wire consists of two stranded rubber 
insulated conductors with a _ weather- 





proofed braid overall. Furnished in 
two numbers, No. 8835, 100 ft. coils and 
No. 8836, 500 ft. coils. Belden Manu- 
facturing Co., 4689 W. Van Buren St., 
Chicago.—Electrical Wholesaling, June, 
1934. 


Type "RD" Motors 


These motors are a companion line 
to the a.c. motors, built to enable ma- 
chinery manufacturers to supply similar 
motors on units destined for areas 
served with d.c. The type “RD” is de- 
signed to be thrown directly across the 
line and the strength of the series field 
is so adjusted as to make this method 





of operation satisfactory. The shunt 
winding serves to stabilize the speed for 
normal loads. Starting torque of these 
motors exceeds 500% of full load 
torque. Available in fractional h.p. and 
also one h.p. in speeds of 1725 r.p.m. 
and less. Wagner Electric Corp., 6400 
Plymouth Ave., St. Louis, Mo.—Elec- 
trical Wholesaling, June, 1934. 


Floodlights 


The “Red Cap Flood-Lites,”’ Nos. 
400-402, are constructed of oxidized 
aluminum with the same care and pre- 
cision as the large, expensive units. 
With a reflector bowl 7” in diameter 
and a beam spread of 120° they are 
particularly adapted for use in small 
show windows, yards, garages, signs, 





etc. They are designed for 100-watt 
clear lamps and according to the man- 
ufacturer, project an extremely even 
area of illumination without streaks 
or shadows. Number 400 has a porce- 
lain socket and two-piece cast alumi- 
num cap with fitting for ™%” conduit 
mounting. Number 402 is equipped 
with adjustable bracket, 4’ of weather- 
proof cord and plug. List price for 
either No. 400 or No. 402, $2.95. S & 
M Lamp Co., Los Angeles, Calif.— 
Electrical Wholesaling, June, 1934. 


"O.K." Fuse 


This plug fuse has an insulated disc 
bearing the letters “O.K.” printed on it 





GooD 
IT SAYS “O.K? 


BAD 
"O.K: VANISHES 


located underneath the link. The nar- 
row central blow point is chemically 
treated. When fuse blows, the gases 


generated blot out the “O.K.” adjacent 
to it. This “Eagle Eye” fuse always 
blows at the top and indicates clearly 
because the heat is not dissipated into 
the body of the fuse, but is stored right 
at the top between the mica and the in- 
sulated “O.K.” disc—right next to the 
weakest portion of the link. “O.K.” disc 
proper is colored differently for each 
amperage such as rose, green, blue, lav- 
ender and orange. Eagle Electric Mfg. 
Co., Inc., 59-79 Hall St., Brooklyn, N. 
Y.—Electrical Wholesaling, June, 1934. 


"Greyhound" Iron 


A visible heat indicator gives direct 
reading of ironing heat, similar to the 
speedometer in an automobile. The 
switch control in handle is easy to op- 
erate, is located away from the source 
of heat and conserves current as switch 





can be “off” most of the time once iron- 
ing heat is reached. Other features in- 
clude: direct reflected heat; air-cooled 
bakelite handle; cutout to prevent over- 
heating and reserve heat. Cord is di- 
rectly connected to iron, eliminating all 
heater plug troubles. R. & R. Electric 
Corp., Mount Joy, Pa. — Electrical 
Wholesaling, June, 1934. 


Desk Lamp 


This “Futura” desk lamp has a rigid 
arm handsomely trimmed with chromium 





in modernistic design. Base is designed 
to hold pens, pencils, clips and erasers. 
Has an adjustable metal shade and is 
finished in black enamel. List price, 
$1.79. Marks Manufacturing Co., 521 
W. Monroe St., Chicago.—Electrical 
Wholesaling, June 1934. 
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WIREMOLD 


“MONEY MAKERS” 











| used for fans 





A lot 
of these 
fittings 
will now be 


No. 243 
Midget 





ND there are many other Wiremold Fit- 
tings which will simplify the installation 
of summer-time conveniences. 


This spells opportunity for the wholesaler 
who knows his Wiremold! 


Step out of the crowd—be a Wiremold 
specialist—and keep busy. 


The Wiremold Co., Hartford, Conn. ead 




















The eight portable lamp guards pictured here 
present only a portion of the extensive McGill 
portable guard line. 


McGill Portables designed to meet every imaginable 
need, bring directed and protected light to every 
job and every worker. 


McGill Portables perform a multiple duty;'they guard light bulbs 
against breakage, and guard workers from the danger of serious 
injury. They protect workers from strain due toimproper lighting 
conditions, and protect your invested dollars against unnecessary 
losses... Write for our interesting catalog describing the entire 
McGill line of portable lamp guards. 


“| PEC GILL} 
MANUFACTURING CO. 


Electrical Specialties of Quality | 

















Stewart-Warner Appoints Black- 
burn As Chief Radio Engineer 


C. Marvin Blackburn, who received 
his B.S. degree from Carnegie Insti- 
tute of Technology in 1921 and his 
Ph.D. degree from the University of 
Chicago in 1925, has been appointed 
chief radio engineer of Stewart-War- 
ner Corp. Until recently, Dr. Black- 
burn was chief radio engineer of the 
Grigsby-Grunow Co., and previously was 
a member of the technical staff of Bell 
Telephone Laboratories, New York, 
where he took an active part in the de- 
velopment and manufacture of vacuum 
tubes. 

Vv 


Cotie Opens Minneapolis Office 

W. M. Cotie has opened an office and 
display room at 76 S. 11th St., Min- 
neapolis, Minn., as representative in 
the north central territory for several 
manufacturers of lighting equipment, 
including the Day-Brite Reflector Co., 
St. Louis, and the Art Metal Co., 
Cleveland. 

Mr. Cotie and associates plan to 
cover the wholesaling, utility and light- 
ing trades, and to cooperate with the 
utilities’ lighting sales departments in 
this area. 


v 


Schwartz Represents Conover 
The Conover Dishwasher Co., Chi- 
cago, has announced the appointment 
of Wm. P. Schwartz as general Pa- 
cific Coast representative covering the 
territory west of the Rockies. C. C. 
Smott will handle the line in northern 
California with headquarters in San 
Francisco. 





A Determined Threesome: Playing in 
the golf tournament of the Electrical 
Association of New York these three 
fellows enjoyed a friendly round such 
as can be expected when a couple of 
wholesalers play with a manufacturer's 
man. On the left is S. D. Goodman, 
general manager, Royal Eastern Elec- 
trical Supply Co., H. L. Wheeler, mana- 
ger, Trumbull Electric Mfg. Co., and 
H. S. Goldeman, Royal Eastern, all of 
New York City. 
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Latham Co. Golfers: 


general manager, and Robert F. Down- 
ing, Newark branch manager, both of 
E. B. Latham & Co., enjoyed a good 
time at the annual outing of the Elec- 
trical Association of New York. 


J. Lewis Owen, 





Majestic Type Radio Tubes 
Announced by Sylvania 
Twenty-eight Majestic type tubes 
have been added to the Sylvania tube 
line, and are announced by Hygrade 
Sylvania sales officials as available to 

the trade for immediate shipment. 

According to Roger M. Wise, Hy- 
grade Sylvania’s chief tube engineer, 
the Sylvania Majestic type line has been 
developed in close conformity with the 
special characteristics required by the 
circuits using these tubes. Each tube 
is equipped at the factory with a form- 
fitting metal shield, soldered in place 
and thus permanently connected in the 
same manner as the spray _ shielded 
types. 

v 


New Automobile Indicator Lamp 
Announced by General Electric 


A new 6-8 volt indicator lamp about 
as large as an ordinary flashlight bulb, 
and designed to perform a variety of 
signaling services on automobiles, has 
been developed by the Incandescent 
Lamp Department, General Electric 
Co., Nela Park, Cleveland, Ohio. 

Designated as “Mazda 51,” the lamp 
is provided in three bulb finishes—clear, 
green and red. 

Among the many services for which 
it is applicable are: As a radio panel 
lamp for auto radios; as a hot-water 
heater switch indicator; as a_ light 
source for instrument illumination, 
where it will give more uniform dis- 
tribution of light than present types 
provide; and for various indicator 
services. 

A number of car manufacturers, with 
whom the lamp was discussed while in 
process of development, have indicated 
an intention to apply it to their next 
year’s models. 








IMPORTANT INFORMATION ON 
HAZARDOUS LOCATION WIRING 


THIS BULLETIN 





Every Jobber Salesman 
Should Have This Bulletin 





Type ““EVA”’ 
Explosion- Proof 
Lighting Fixture 


pS merrier 1003, contains interesting 
and valuable information on Hazard- 
ous Location Wiring and all types of 
Appleton Explosion-Proof Unilets. Write 
for your copy today! 


PROTECT HAZARDOUS 
LOCATIONS with APPLETON 
Explosion-Proof FITTINGS 


Hazardous locations require the best in 
explosion-proof fittings. The dangers to 
life and property, as well as lowered in- 
surance rates, are two important reasons. 
Appleton Explosion-Proof Unilets have 
undergone exhaustive tests and practical 
usage, and meet the requirements of the 
Underwriters’ Laboratories for use in 
hazardous locations. They are made of 
malleable iron, give thorough protection, 
are sturdy, and the Cadmium Finish 
makes them rust resisting. 


Sold Through Jobbers 
APPLETON ELECTRIC COMPANY 


1734 Wellington Ave. Chicago, U.S.A. 


New York—150 Varick St. Los Angeles—340 Azusa St. 
San Francisco—655 Minna St. 
St. Louss—420 Frisco Bidg. Detroit—7724 Woodward Ave. 


APPLETON 


Explosion-Proof 


UNILETS 





Type ““CPSIC” 
Unilet Complete with 
Lift Cover (Closed) 





Type “BFGSC” Ex. 
plosion-Proof Unilet 





Type cog? 
SW-7 Unilet with 
Reciprocating Heater Switch 





Type “EFS” Unilet with 
Tumbler Switch and Push- 
Reg. U. S. Pat. Off. Pull Rod 
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This Feminine Foursome: From the Fife 


Electric Supply Co. Detroit, Mich, is | THERMOSTAT CONTROL 


responsible for smoothing out the kinks 
in office routine. From left to right are: | CABLE 
Misses Gardner, Quint, Fife and Keane. | ; 

ses Q Braided Armored 








Hygrade Sylvania Increases 


Wages | FLEXIBLE ELEVATOR CABLE 





EK. J. Poor, chairman of the board of | 
Hygrade Sylvania Corp., recently an- | 
nounced a 10 per cent increase to wage SHIELD BRAND 
| earners in the incandescent lamp and Weatherproof and slow burning 
| radio tube factories, affecting a total wires and cables. 
of 3,323 workers in the company’s 
plants at Salem, Mass., Emporium, Pa. 
and St. Mary’s, Pa. Payroll increases 


of over $250,000 a year are indicated, | ANTENNA 
HERE'S MY CHOICE based on the present amount of employ- | Bare Tinned Enameled 


ment and production. 











for a real 





v | 
SECONDARY RACK New Air Conditioning Line | MAGNET WIRE 
Announced by General Electric ‘Round 


HUBBARD No. 358 The new and redesigned air condi- | Square 
eS tioning line announced last month by 
and it’s the General Electric Co., includes port- Rectangular 


able room coolers, floor-mounted room 
F A S 7 Ei e) S E @ L coolers, wall-mounted room coolers, and 
Ee suspended-type store coolers; three new 
types of room air conditioners; and a 


'Single Cotton 
Double Cotton 





complete line of condensing units rang- | ¢: . 
Ample Strength ing from ™% to 20 horsepower in a ‘Single Silk : 
Neat Appearance The 1%, 7%, 15 and 20 horsepower | Double Silk 
| units are new additions to the line of | 
Universal Acceptance | condensing units offered last year. | Enameled 
Long Life - Low Cost | v Enameled and single cotton 


Oakes Acorn Smokers Club | oe - a. 


Addressed by Manufacturers | E . 

nameled and double silk 
a good profit. | ‘New Developments in the Electri- 
cal Industry” was the topic of the third 
1934 meeting of the Oakes Acorn 


Smokers Club, sponsored by the Ro- MANUFACTURED BY 
land T. Oakes Co., Holyoke, Mass., 


which drew an attendance of 205 per- Th e A N S O N | A 


sons. 


Best of all —You can make 





Write my company for the sell- - 
ing points if youdon’t know them. 


Electrical 
Company 


Ansonia, Conn. 


The speakers included: J. H. Mc- | 
Mullen, National Electric Products | 
Co.; E. W. Davis, Simplex Wire & 
Cable Co.; Dwight Phelps, Colt’s Pat- 

Official Representative of ent Fire Arms Mfg. Co.; E. K. Moore, 
me Lels]:at tom eth OG Olivatheae tiarvey Hubbell, Inc.; Wm. Runyan, ANNUNCIATORS - BELLS - BUZZERS 
Binhsieh—Oeklend, Collf. Chicago Crouse Hinds Co., and B. G. Kodj- PUSH BUTTONS - WIRE 
banoff, Benjamin Electric Mfg. Co. 
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Identified Cord Movement 
Praised by Underwriters 

In commenting on the progress made 
by the Electrical Cord Manufacturers 
and other industry groups in their 
efforts to carry on educational cam- 
paigns for the elimination of unap- 
proved electrical devices, the National 
Board of Fire Underwriters has made 
the statement that the Identified Cord 
Movement has already helped to reduce 
electrical fire hazards. 

Figures released by the Board show 
that, in the face of a constantly increas- 
ing use of electrical appliances and 
electrical energy, fires traceable to the 
misuse of electricity have been reduced 


in the past three years from approxi- 
mately $15,000,000 to $11,800,000. 


v 


Graybar Launches 
New Publication 


Latest news on sales aids is carried 
to Graybar retailers by a new publi- 
cation, “The Graybar Dealer”. J. Pear- 
son Gould is editor, assisted by Mildred 
A. Nichols, George A. Antrim and Isa- 
bel Ferguson, associate editors. 

Staff correspondents include: E. H. 
Grant, New York; R. C. Goodwin, Bos- 
ton; W. W. Ponsford, Philadelphia; 


M. C. Beckner, Richmond; A. D. Ham- | 


mond, Atlanta; F. B. Moore, Cleve- 
land; A. M. Erwin, Pittsburgh; J. P. 
Wear, Detroit; C. E. Haller, Cincin- 
nati; G. J. Cossman, Chicago; E. C. 





Sharpe, Minneapolis; W. E. Henges, | 


St. Louis; J. W. Frazier, Kansas City; 
L. B. Merchant, Dallas; R. W. Kimber- 
lin, San Francisco; H. C. Goldrick, 
Los Angeles, and J. J. Lisiecki, Seattle. 








Specializes in "Curbstoners": A good 
many months ago, Electrical Wholesaling 
told how the Willamette Valley Sup- 
ply Co., Salem, Ore., was specializing 
in “curbstoners”. Evidently they made 
a success of it, for now we find them 
in larger quarters, with a business that 
keeps on growing. President E. J. Sum- 
merville and General Manager Snook 
were away when our photographer 


called so he snapped E. M. William- | 


son, purchasing agent. 











Interest in ““Conditioning’’ 
means SALES for YOU 


ee is—if you are selling ventilating fans and accessories! Many a prospect 
for air conditioning equipment turns into a buyer of ventilating fans,—and 
while home air-conditioning is out-of-reach of most people, home ventilation js 
not, and you and your dealers can sell it! 


BREEZO Dealers make money on home and commercial ventilating fans! 


Commercial Prospects for 
BREEZO FANS 


Every restaurant, garage, store, theatre 
and office building in your territory is a 
prospective buyer of QUIET BREEZO Ven- 
tilation! Tell them about the quality of the 
construction and long life of BREEZO Fans 
—the quiet operation and barge capacity 
—and you'll make sales. Complete range 
of sizes 8” to 36”. 


Home Ventilating Fans 


The Home Market is enormous—hardly 
tapped as yet—prospect for a million fans! 
Get your share of this profitable business 
with the 8- and 12-inch Buffalo Home Ven- 
tilating Fans, for built-in installation, and 
the 12” window ventilator with glass panels. 
Hundreds of sales will be made in every 
large city in America this summer—will you 
sell your share? 





Baby Conoidal Ventilating 
3 Sets 


Reliable, high-efficiency, large-capacity cen- 
trifugal fans for ventilating anything from a 
telephone booth to a kitchen range. Husky 
fans for hard jobs—several sizes. Full par- 
ticulars in Bulletin 475. 


Put fan sales in the profit column this sum- 
mer! Send for Bulletins and Prices NOW. 


BUFFALO FORGE COMPANY 


201 Mortimer St., Buffalo, N. Y. 


In Canada: Canadian Blower & Forge Co., Ltd. 
Kitchener, Ont. 


BREEZO FANS 
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Here’s added PROFITS 


es 
with 





Profits that require very little sales effort. Dolph Insulat- 
ing Varnishes have been established for twenty-five years 
and have proven their worth by actual service records. Our 
simplified product application chart enables you to adapt the 
Quartette to your customers’ needs— instantly and simply. 


You can substantially increase your business with indus- 
trial plants by handling the DOLPH QUARTETTE. Write 


us for full details. 


JOHN C. DOLPH CO. 


Insulation Specialists 


168 Emmett St. 


ELECTRICAL 
INSULATING 
QUARTETTE 





Newark, N. J. 

















Along with the exceptional Quality 
of Latrobe is still another feature— 
that of completeness in the "Floor 
dy | Boxes" line. 


Sectional view of 
No. 295 Nozzle 
showing brass ar- 
mored attachment 


Here is shown the No. 295 Duplex 
Receptacle Nozzle representative of 
a complete assortment of receptacle 
nozzles. 


You can meet every demand of your 
contractors if you sell Latrobe. 


FULLMAN 
MFG. CO. 


LATROBE, PA. 





Showing the No. 295 
Nozzle Mounted on 
Cover of No. 130 
Adjustable Floor 
Box. 





Manufacturers of Quality Floor Boxes and Wiring Specialties 














How One Sales Manager Keeps 
His Desk Clean 

W. A. (“Hap”) Ward, sales mana- 
ger Westinghouse Electric Supply Co., 
St. Louis, Mo., not only wants every- 
thing black-on-white, but he wants it 
within reach on a second’s notice. So 
he took the piece of furniture illus- 
trated here and developed it into one 
of the most compact and efficient filing 
cabinets in captivity. 





"Hap" Ward claims to have one of 
the best filing cabinets in captivity. 


It is 43 inches wide by seven feet 
high. The 32 compartments in the face 
have sliding doors, which can be held 
open with a catch. Eight of these 
“garages” are reserved for material go- 
ing to the salesmen, each man knows 
he will find his notices behind the door 
bearing his name. The next 18 spaces 
contain selected data on the. various 
lines handled, fans, lamps, apparatus, 
refrigeration, ranges, fixtures, etc., 
down to wire, conduit and fittings. 

Then comes a space holding copies 
of all letters sent to salesmen, both for 
reference and to remind the men of 
some past plan. “See letter of Janu- 
ary 10, re: fan contracts,” is the way it 
works, saving time and typing. Other 
spaces hold current issues of trade pa- 
pers, allowing instant reference to any 
article or advertisement of interest, 
campaign reports, catalogs, price lists 
and house organs. 

In the flat drawers on top of the cab- 
inet are state and county maps which 
eliminate guesswork in discussing ter- 
ritorial matters. At the bottom, the 
small drawers on either side house im- 
portant samples. The wide ones in the 
center are filled with campaign litera- 
ture, booklets and large catalogs. Here 
also are reports on all salesmen, furnish- 
ing a complete picture of their work 
from three to five years back. 

“Hap” says the cabinet keeps his desk 
clean, avoids loss or error in the dis- 
tribution of instructions, and makes in- 
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stantly available practically all the dope 
the sales manager needs. It also brings 
the salesmen into his office and makes 
his contact with them closer and easier. 


v 


Illuminating Engineering Society 
Sponsors Special Study Lamp 
The Illuminating Engineering So- 

ciety is recommending a lamp of special 

design for study purposes. Modelled 
after an ordinary table lamp, the new 
design has an inverted bowl of translu- 
cent glass, open at the top, and produces 

a combination of direct and indirect 

illumination. A_ standard 100-watt 

Mazda lamp is specified. Surface 

brightness of the light source, however, 

is kept below three foot-candles per 
square inch by the translucent glass of 
the bowl. 

The underneath surface of the shade 
is sprayed with a white enamel which 
has a high factor of reflection that con- 
tributes to high efficiency of light pro- 
duction. Intensity of illumination pro- 
duced on the study desk in the imme- 
diate vicinity of the lamp averages 30 
foot-candles. The enamel coating on 
the shade also has a diffusing character 
that adds to the softness of illumination. 

The open-top bowl in the I. E. S. 
Study and Reading Lamp sends consid- 
erable light to the ceiling and produces 

















1. E. S. Special Study Lamp 


a good level of indirect illumination 
which lifts the familiar veil of darkness 
around a study desk and throughout the 
room. With a height of 28 inches, the 
new lamp is considerably taller than 
most designs, which usually are so squat 
as to be of little value except perhaps 
as a decorative feature. 

Anxious to remove, once and for all, 
the evil of improper lighting in study 
quarters, the Illuminating Engineering 
Society offers to certify all study lamps 
which conform to specifications. 

To obtain this seal of approval any 
manufacturer may have his particular 
study lamp tested and inspected by a 
recognized lighting laboratory which 
has been authorized by the Society. A 
moderate fee will be charged by the 
laboratory for this service. I. E. S 
Certification of these lamps will be sig- 
nified by a special tag. 


NUMBER FOUR OF A SERIES OF ADVERTISEMENTS 





There is no chan 
for variation 


ce 
in 


FRETZ-MOON CONDUIT 





THE illustration above shows the transformation of hot metal skelp 
into welded tubing, which, after following operations, will become Fretz- 
Moon Conduit in one of three finishes—black enameled, electro-galvanized 
or hot-dipped galvanized. e As the hot steel skelp leaves the furnace it is 
slightly above welding temperature—insured to the degree by automatic 
control. It enters the first two pairs of rolls which form it into an open 
seam tube. Then, as it enters the next two pairs of rolls and has dropped 
to exact welding temperature, the seam is closed under pressure and the 
skelp becomes a perfectly welded tube. The next two pairs of rolls form 
it to uniform size. @ Perfection and uniformity are the standards to which 
Fretz-Moon Conduit is made. The “continuous process” with the most 
modern methods of speed and temperature control entirely eliminates the 
human element and the possibility of variation in the product. Every step 
in the process is rigidly controlled and perfectly synchronized with every 
other step. e Under such a modern method of man- 
ufacture, scientifically developed to produce nothing 
but a uniform product, it is not difficult to appreciate 
why Contractors who once give Fretz-Moon Conduit 
a fair trial continue to use it exclusively. 


STEEL AND TUBES, INC. 
CLEVELAND - OHIO 


EXCLUSIVE SALES AGENTS 


FRETZ-MOON 
& Rigid 


conduit 


UNDERWRITERS 
LABORATORIES 


UNDERWRITERS 
LABORATORIES 


UNDERWRITERS 
LABORATORIES 
INSPECTED 
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KADETTE announces its new auto 
radio —incorporating extraordi- 
nary features. 

First—the chassis is mounted in a metal 
drawer that slides out for servicing 
while radio is operating. Handsome 
black crystal finished rust-proof, all- 
steel cabinet. Three-position mounting. 
Second—new type dust-proof dynamic 
speaker—extra large (6%-inch). Tone 
control. 


Third—latest type plug-in “B” supply 








INTERNATIONAL RADIO CORPORATION, ANN ARBOR, MICH. 


SHERMAN 
SOLDERING 
= LUG 


Sherman Soldering a 
Lugs are superior 
to any others. They 
are seamless all 
around. The solder 
cannot leak out 
at closed end, mak- 
ing a messy job and 
wasting solder. Bet- 
ter conductivity is 
also secured. In 
sizes 15/16" 0. D. Si" Earned tut, 
and up, Sherman 
Soldering Lugs are 
made only of seam- 
less copper tubing 
of exactly correct 
gauge — made for 
the purpose. Sher- 
man Soldering Lugs 
are listed as ap- 
proved by the Un- 
derwriters’ Labora- 
tories. 











Center Formed Lug 
U. S. Pat. No. 14401 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICHIGAN 








» YAGERS 


4) SOLDERING 
IVEY AGB) 





AUTO 
Radio 


* 


vibrator—replaces as easily as a tube. 


Six-tube superheterodyne of excep- 
tional range and power. Full automatic 
volume control. 


Completely equipped with remote con- 
trol and illuminated airplane type dial, 
clamps to the steering column or dash. 
Easy, single-hole mounting. Write or 


‘49 50 


wy YAGER’S 


has stood 
the 

Test of 
Time 


Since 1873 Yager's soldering salts 
have been recognized as a qual- 
ity product, making new friends, 
keeping old ones. 


Priced Right 


'/p pound cans........$0.50 ea. 

| pound cans........ 80 ea. 

5 pound cans........ 3.00 ea. 
Less by reshipper cartons. 


wire for details. 


Completely installed 
including suppressors 














Ask for 
FREE SAMPLE 





Alex R. Benson Co. Inc. 
Hudson, N. Y. 





Recent Trade Literature 

Pass & Seymour, INnc., Syracuse, N. 
Y.—General Catalog 32, 52 pp., illus- 
trated, covers both the P&S and the 
P&S-Despard lines of wiring devices. 

GENERAL CABLE Corp., New York 
City—An eight page illustrated bulle- 
tin devoted to VRC weatherproof wires 
and cables, also four-page bulletins de- 
scribing network cable and aerial cable. 

Curtis Licutinec, INc., Chicago— 
“Distinctive Store Lighting,” a new 
portfolio illustrating modern store 
lighting and offering ideas for store 
modernization. 

“Lighting Features of A Century of 
Progress,” a 24-page book with many 
photographs showing the distinctive 
lighting of outstanding buildings, ex- 
hibits and shops at Chicago’s World’s 
Fair. 

SeuarE D Co., Detroit—A condensed 
illustrated catalog of 40 pages gives in- 
formation and prices on nearly all prod- 
ucts manufactured in both the Switch 
and Panel Division in Detroit and the 
Industrial Controller Division in Mil- 
waukee, also 160 new pages for loose 
leaf catalog. 

HyGrRaADE SYLVANIA Corp., Empor- 
ium, Pa.—‘‘Auto-Radio Installation and 
Servicing,” an 80-page handbook of 
practical data bearing on the installa- 
tion and servicing of auto radio sets. 

L. S. Bracu Mrc. Co., Newark, N. 
J.—Bulletin A, 4 pages, describes the 
“Fuse-O-Lite” line of indicating cut- 
outs. 

RoLiter-SMITH Co., 233 Broadway, 
New York City—Catalog 9, 12 pp., il- 
lustrated, covers a new line of rotary 
instrument switches (Type R) for use 
on switchboards and control panels. 

Marks Mrc. Co., 521 W. Monroe 
St., Chicago—A 16-page illustrated 
catalog describing a new line of desk 
lamps for office and home use. 

GrRuBER Bros., 72 Spring St., New 
York City—Catalog 34 illustrates the 
G G G line of lanterns, tavern and grill- 
room fixtures. 








Two Young Fellows: Harry Bragg and 
Charles Manning, Baitinger Electric 
Co., New York City, are two busy young 
fellows on the inside taking care of 
buying and selling respectively. 
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St. Paul Boy Makes Good in St. Louis: 
J. Howard Souther, originally from way 
up N’oth, has had both wholesale and 
factory experience. For some time he 
has represented the Crosley Radio Corp. 
in Missouri, Illinois and Iowa, with head- 
quarters in St. Louis. 





Men Available 


Salesman: Young man experienced in 
electric sales and sales service work. 
desires connection with an_ electrical 
wholesaler or manufacturer. Will consider 
lines to be handled on a commission basis 
or an office position offering opportunity 
rather than salary. Can furnish best of 
references. Address Box 61, Electrical 
Wholesaling, 520 N. Michigan Ave., Chi- 
cago, Ill. 
Vv 


New Publications 

SEEING AND HuMAN WELFARE—By 
Dr. Matthew Luckeish, director, Light- 
ing Research Laboratory, General Elec- 
tric Co., Nela Park, Cleveland, Ohio. 
200 pp. $2.50. Williams & Wilkins Co., 
Baltimore. “Modern science,” sums up 
Dr. Luckiesh, “possesses the knowledge 
and has produced the means for improv- 
ing seeing. Moreover, the damage to 
eyes, the strain upon human seeing- 
machines and the waste of human re- 
sources can be reduced only by gen- 
eral applications of this knowledge and 
by properly utilizing the controllable 
factors. Seeing is an important factor 
in human welfare and a_half-seeing 
world should awaken to this fact. Con- 
sciousness must be awakened in every- 
one if this new science of seeing is to 
serve humanity fully. Seeing and hu- 
man welfare is an important relation- 
ship whose intimacy has just been re- 
vealed.” 


Air ConDITIONING—1934—Report of 
the Air Conditioning Sub-Committee of 
the Sales Committee, Edison Electric 
Institute, 420 Lexington Ave., New 
York City. 46 pp. $1.85. Discusses 
industrial, commercial and personal ap- 
plications of air conditioning with fac- 
tual data on selected installations, out- 
lines ‘sales promotion plans, reviews re- 
cent developments, gives data on the 
use of ice in air conditioning and pre- 
sents a comprehensive bibliography of 
air conditioning literature. 





CAUSC ard Result 





Modern Machinery used 
in the production of 


RESCENT WIR 





insures a quality product. 


The cable insulating 
machine shown above, 
one of the largest and 
most modern of its 
kind, applies the rub- 
ber insulation to the 
larger sizes of cable, 
assuring perfect cen- 
tering and highest 
electrical qualities. 





Crescent Wire and Cable is built to meet more than 
ordinary requirements. It must come up to our own 
rigid standards, laid down through 45 years of 
manufacturing experience. 


You may handle Crescent Wire with the utmost 
assurance that its quality will never be questioned. 











CRESCENT PRODUCTS —a Complete Line 





“Crescent” National “Crescent”? Lead En- “Crescent’’ Varnished 
Electric Code Rub- cased Wire and Cambric Cable, 
ber Covered Wire Cable. Lead Encased or 
and Cable. “Crescent” A. B. C Braided 

. - Armored Bushed “Cresflex’’ Non-Me- 

Intermediate Grade Cable ‘allie Sheath ea 
Rubber . overed “Crescent” Lead Cov- Cable 
Wire and Cable. ered Armored “Crescent” Flexible 

“Imperial” 30% Rub- Cable. Cords 
ber Covered Wire “Crescent’”’ Flexible “Crescent” Parkway 
and Cable. Metallic Conduit. Cables. 

ALL KINDS OF SPECIAL WIRES AND CABLES 














“Forty-Five Years of Knowing How” 


CRESCENT 
INSULATED WIRE 






& CABLE CO. INC. 
NEW JERSEY. 
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Do you want 
FUSES 
that are easy 
to sell? 





G6oopD 
iT SAYS “O.K? 





BAD 
°O.K: VANISHES 








EAGLE EYE 
O-K FUSE PLUG 


Chemically treated 
link and O.K. automa- 

tically disappear when 
fuse blows, showing 
clearly the bad fuse 
without guessing. A 
different color disc 
for each amper- 
age. 















OBJECTS SHOULD ‘‘.) 
BE PULLED ne 
BY HANDLES— f 











Particularly Cartridge Fuses! Gener- 
ally in inaccessible places surrounded 


by "'live juice" even "old timers" hate | 


to pull Cartridge Fuses bare handed. 
The EAGLE E-Z PULL carries its own 
handle. At last the danger of shock 
is gone forever. 


All these sales features and improvements 
at no extra cost. Samples sent on request. 





Eagle cartridge and plug fuses are 
Underwriters approved. 


EAGLE ELECTRIC MFG. CO. Inc. 
69-79 Hall St. Brooklyn, N. Y. 








| 
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ENGINEERING CO., INC. 


305 EAST 451TH STREET, NEW YORK 








MNgents Everyustieré 





There isa 


SILV-A-KING 
FLOODLIGHT 


and reflector 
for every 
commercial 
=. and industrial 
need. 





Be sure to 
have our 
latest catalog. 


BRIGHT LIGHT REFLECTOR CO. 
100 White St. .°. Brooklyn, N. Y. 
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refer to 
‘“*ELECTRICA 
CONTRACTING’? 
for PANTHER and 
DRAGON TAPE 
ADVERTISEMENTS 
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Protitable Line 
Insulated Wire 
for Jobbers 


Annunciator Office and 
Thermostat Wires 
Fixture Wires 
Flexible Cords 
Antenna Lead-In Wire 
Radio Hook-Up Wire 
also 
Asbestos Covered Resistance 
Wires 


The Holyoke Company, Inc. YW 
720 Main Street Holyoke, Mass. &2=, 
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us in first week— 
is the gratifying 
report on this 
new boost for 
sales . . 





““.- the new SLIPANOT _ 
AUTOMATIC SALESMAN 


Nothing has made such a sales sensation as 
this durable steel handsomely colored tape display case. You 
sell and deliver the case to contractors loaded with tape on 
the first call. Reorders are automatic. Boosts tape sales ten 
times with no extra effort for you. Write today for descriptive 
folder and prices. 


PLYMOUTH RUBBER COMPANY 


INC. 








CANTON, MASS W 









To Sell Fuses-Or Anything 


Analyze Your Own Buying Habits 







INSERT 
THE LINK 8) 


SLIP ON THE 
ONE WASHER 


Ova, 






THE FUSE IS 
READY FOR SERVICE 


3 to 60 Ampere Buss 


Super-Lag Fuses 


Contact on the link is 
made by a projection in the 
cap. Vapors or molten metal 
are deposited in the recess 
around this projection — 
where they cannot interfere 
with good contact when the 
fuse is renewed. 


There are no large open- 
ings in the end of the fuse 
case through which venting 
gases can carry smut or mol- 
ten metal to the contact sur- 
faces. 


Caps are made in one 
piece to make full length 
contact with the fuse clips. 
Vibration can't loosen the 
contact the caps make on 
the link and cause heating 
that would burn up the fuse 
because the grip of the fuse 
clips prevents the caps from 
turning. 


THE 





ID it ever occur to you that the places you buy most 

of your clothes or hats or shoes or most anything 
else, are the places that please you the best? You 
probably like certain stores or salesmen in those stores. 
They have apparently gone a little out of the way to 
be nice to you, or do you some little service. 


Few people like to deal at stores that sell only on 
price and don't try to be of real help. 


Maybe there is an idea in all this that can help you 
sell fuses or anything else, for that matter. Instead of 
just asking for business show the customer by your con- 
versation and attitude that you can be of real service 
in helping him to buy to best advantage. 


For example, here are BUSS SUPER-LAG Fuses. 
They are outstandingly different than any other fuse. 
Even the most casual buyer can recognize that fact if 
he will compare actual samples of BUSS and any other 
fuse. 


He can, however, see this superiority more clearly 
if you will point out to him just how the design of the 
BUSS Fuse case differs from others. 


On the back of the BUSS price sheet in your binder 
is a brief sales story on the case design of BUSS Fuses. 
You can use it as a basis for a sales talk—or maybe 
better still ask the BUSS representative in your territory 
to give you the complete picture. He can do it in a 
few minutes and you will be surprised just how much 
there really is to fuse case design. Such knowledge is 
bound to help you in selling. 


Napoleon once said "God is on the side of the 
heaviest artillery''—that generally goes for selling too 
—the boy with the best sales ammunition generally gets 
the order. 


A Division of the McGraw Electric Company 
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